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WISCONSIN SUIT 
JO TEST TAX ISSUE 


National Board Members Will Pay Tax 
Pending An Appeal to the 
Courts 


SIGNIFICANCE OF THE ACTION 


Companies Decide to Seek Legal 
Adjudication to Protect Agents 
in Future. 


As The Eastern Underwriter goes to 
press it learns that following a pro- 
longed session of the legislative com- 
mittee of the National Board of Fire 
Underwriters, it was decided, pending 
an appeal to the courts for an official 
interpretation of the stamp tax issue to 
recommend that the board’s members 
provide the payment for United States 
Revenue Stamps. 

The National Board will take steps 
at once in various States for a legal 
adjudication of the question. The first 
action will be begun in Wisconsin, 
where Commissioner Ekern ruled that 
the companies must pay. 

This is not a change of position by 
the companies, but the suspension of 
the Board’s rule is simply a determina- 
tion to act in accordance with law to 
prevent future embarrassments and 
legal entanglements. 


How States View It 


Of the ten State insurance depart- 
ments that have expressed views wpon 
the subject, but one, Wisconsin, holds 
unqualifiedly that the tax should be 
paid by the companies; the others gen- 
erally contending that the issue is one 


between insurers and assured, though 
several recite that the tax must be re- 
ported to the departments separately. 

The declaration of Commissioner of 
Insurance Ekern of the Badger State is: 


* 











THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 


them; agents and brokers : : 























Entered United States 
1866 


North British 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 








Asserts Compani Responsibl 


“The stock fire insurance companies 
are required to pay the stamp tax 
on policies imposed by the new United 
States Internal Revenue Tax Law. 
The insured cannot be required by the 
company to pay the tax or furnish the 
stamp. He can be required to pay 
only the premium which must be writ- 
ten in full in the Standard Fire Policy 
as required by Section 1941-43 of the 
Wisconsin Statutes. If the company 
attempts to impose this tax upon the 
insured, the agent cannot pay it with- 


(Continued on page 16.) 
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Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 68 WILLIAM STREET, NEW YORK 











EXAMINATION OF 


NEW YORK LIFE 


New York Insurance Department’s 
Report—Rate of Earnings In- 
creased in All Lines 


SHOWS TREMENDOUS STRENGTH 


Total Premium Income in 1913, 
$89,627,788.31—Farm Loans 
Started in 1913 
The regular triennial] examination of 
New York Life has just been complet- 
ed by the New York Insurance Depart- 
ment. It is a voluminous document 
which goes minutely into the details 
of the Company’s transactions and 
finds them conducted in a most satis- 
factory manner. The conduct of the 
Nylic Loyal Legion was investigated 

and found to be desirable. 

This exists among the-salaried em- 
ployes of the Company at the home 
office and branches, to cover employes 
ten years in the service of the Com- 
pany. Payments are charged as part 
of the disbursement on account of com- 
pensation to employes. 


The average rate of earnings on 
stocks and bonds of the New York 
Life in 1913 was 1.26 per cen*.: on 
bonds and mortgages 4.97 per cent.; on 
real estate 4.36 per cent., and on poli- 
cy loans 5.00 plus. This was an in- 
crease all along the line for corre- 
sponding figures for 1912. The ac- 
counts of the Company the examiners 
report were found in a very satis- 
factory condition. Daily reports of 
San Francisco and Buffalo branches 
for the year were checked up as were 
the home office cashier’s cash books. 


Financial Condition 


The table of income and disburse- 
ments for the year 1913 showed that 
the total new premiums amounted to 
$11,284,585.05 and the total renewal 
premiums $78,204,183.2 making the 
total premium income $89,627,788.31. 
The total gross interest and rents 
amounted to $33,581,957.76 and the total 
income was $124,517,020.52. 

The ledger assets on December 31, 
1912, amounted to $719,900,475.88. The 
total was $844,417,496.40. Death claims 
during the year amounted to $25,946,- 
440.60 and the amount paid for ma- 
tured endowments was $8,688,152.08. 
This, with the sum of $22,320 paid for 
total and permanent disability claims, 
made the net amount paid for losses 
and matured endowments, $34,656, 
912.68. 

Surrender values paid in cash or ap- 
plied in liquidation on loans or rotes 
amounted to $14,898,943.31. The divi- 
dends paid to policyholders in cash or 
applied in liquidation on loans or notes 
were $9,292,939.49. 


Commissions Paid Agents 


The commissions to agents amount- 
ed to $6,067,720.80. Amount paid for 
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WHY? 





First---Because—I had a systematic training offered to me in the beginning 
Second---I didn’t waste my time for 


WHAT COMPANY DID THAT? . 





OF HARTFORD, CONN. 
JOHN M. HOLCOMBE, President 











I LIKE THE LIFE INSURANCE BUSINESS! 


Leads came to me every day from the Home Office that were worth from $2.00 to $5.00 each in cash 


Phoenix Mutual Life Insurance Company 








the Federal Corporation Tax was $194,- 
404.58. Local licenses and _ taxes 
amounted to $48,449.60 while the tax 
on policy reserve was $51,187.83. Mis- 
cellaneous taxes amounted to $44,- 
992.94. The sum of $628,124.94 was 
paid agents under Nylic contracts. 
The total disbursements amounted to 
$81,566,161.67 leaving a balance of 
$762,851,334.73. 

Under the head of ledger assets, 
mortgage loans on real estate, footed 
up to $152,821,529.77 and the loans 
made to _ policyholders aggregated 
$133,507,619.52. The book value of 
bonds was given as $455,152,756.93 and 
of stocks $284,046.88; this made 
a total of $455,436,803.81. 

The total ledger assets were accord- 
ingly $762,851,334.73. The gross assets 
were $779,664,223.44 and the admitted 
assets after deducting assets not ad- 
mitted were $778,624,644.02. The net 
reserve on the paid-for basis was list- 
ed under the schedule of liabilities at 
$625,683,641 and the total policy claims 
were figured at $4,702,675.77. 

Dividends Apportioned 

The dividends declared on or appor- 
tioned to annual dividend policies pay- 
able to policyholders during 1914 was 
figured at $7,023,334 and those divi- 
dends declared or apportioned to de- 
ferred dividend policies payable during 
1914 were $10,584,139.35. 

The amount set apart for deferred 
dividend policies not yet matured 
amounted to $87,136,370. The security 
fluctuation and general contingency 
fund was figured at $30,091,644.69. The 
total liabilities were $778,624,644.02. 

Real Estate Holdings 

The Company has disposed of sev- 
eral parcels of real estate in the past 
two or three years totaling $2,571,- 
992.70. The salé of the St. Paul Build- 
ing was contracted for in 1909 and the 
fina] payment and passing of title took 
rlace in 1911. The home office annex 
hailding was taken over by the city 
ot New York under condemnation pro- 


ceedings, the price being $1,127,353.51. 
The Company owns five parcels of land 
in New York city aggregating $5,529,- 
438.40 and of this sum the home office 
building is placed at $5,000,000. There 
ure also three parcels owned at Kan- 
sas City, Mo., worth $1,312,147.70. 
There are also four parcels of real 
estate owned in Europe which have 
a book and market value of $2,355,000. 
Farm Loans 

On March 20, 1913, the president of 
the Company suggested to the finance 
committee the desirability of making 
farm loans in the Middle West. At 
present the Company confines its loans 
to a few States in the Middle West 
and the loans are purchased by banks 
and loan institutions at a price to net 
the Company 5% per cent. On Decem- 
ber 31, 1913, the Company owned 145 
farm mortgages having a face value 
of $920,700 and an amortized value of 
$909,449.01. 

Premium notes reported by the New 
York Life on December 31, 1913, 
amounted to $4,598,039.71. New loans 
made which were in force December 
31,1913, and which have been made 
during a three year period, aggregated 
$163,347 cases. The deferred pre- 
miums reported December 31, 1913, on 
new business amounted to $489,139 and 
on renewals to $5,212,716. 

1,101,655 Policies in Force 

During the last three years the Com- 
pany has issued some 279,000 policies 
for $614,000,000 insurance, and termin- 
ated, changed, transferred, etc., 231,000 
pelicies for $511,000,000 insurance. 
There were in force December 31 last, 
1,101,655 policies, exclusive of rein- 
surance, for $2,273,099,212. This was 
2. net increase over 1910 of 135,606 
policies and $233,236,181 insurance. 
The policy reserve carried was $625,- 
747,810. 

The Company’s business was divided 
as follows: Non-participating $106,- 
533,273; deferred dividend $1,112,394,- 
385; annual dividend $1,054,171,554, 
making a total of $2,273,099,212. 





The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 
Deposited With The State of indiana For The Sole Protection of 


Policyholders 





Geod Territory and Remunerative Contracts for Men Who Can 


«Do Things’’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 











GREAT SOUTHERN 


wate, Life Insurance Company 


BIG FLWORTH S 


HOUSTON, TEXAS 
J. 3. RICE, President 


OUR RECORD 


J. T. SCOTT, Treasurer 





SAM AMTORNIGe 


oDEL RIG ; COMMENCED BUSINESS NOVEMBER 1, 1909 





Dec. 31, 1909 

Dec. 31, 1910 
Dec. 31, 1911 
Dec. 31, 1912 


Dec. 31, 1913 


GROSS ASSETS 
$655,004.93 
1,057,016.02 
1,128,912.85 
1,306,689.41 
1,500,835.10 


INSURANCE IN FORCE 
(paid-for basis) 
$992,000.00 
5,352,260.00 
10,057,028.00 


14,859,856.00 
23,650,512.00 


Sept. 30,1914 1,815,302.46 30,630,355.00 


FOR AGENCY CONTRACTS ADDRESS 


O. S. CARLTON, Vice-President 


HOUSTON, TEXAS. 

















The Germania Life Insurance Company 
OF NEW YORK 


ESTABLISHED 1860 


ASSETS, JANUARY 1, 1914................ Cecccccccccccccce «++++ $49,748,862 
REE 6: 0N owns Said wesuibinad ys ase bowie ee ee er errr re - 43,230,677 
ee eee ATED IP GOING, goo oicvccecccsewsvscccocdeces -++ $ 6,518,185 
NEW INSURANCE, 1913 PAID FOR................008: sssnevedne -- $20,289,565 
INSURANCE IN FORCE (PAID FOR BASIS).............. seeeeeseees 146,537,632 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to-date features. 
The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 
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FORMER LIFE MAN A POWER IN FINANCE 


Seward Prosser, Who Was A Star Producer With Equitable, 
is President of Bankers Trust Company 











The remarkable effectiveness of 
life insurance as a business and finan- 
cial training has nowhere’ been 


speedier demonstrated than in the case 
of Seward ‘Prosser, for years a star 
producer of the Equitable Life Assur- 
ance Society, and now president of the 
3ankers Trust Company. He has 
reached his present pinnacle as a 
power in the ‘financial world in exactly 
seven years’ time. 
Made His Own Position 


Mr. Prosser was ‘born in Buffalo in 
1871 and is a graduate of Brooklyn 
Public Schools, and the Englewood 
School for ‘Boys. As a young man he 
was employed as a clerk in the 
cashier’s department of the Provident 
Savings Life Assurance Society. Realiz- 
ing the limitations of the position, he 
asked for a general agency, but the 
officers of that Company hesitated be- 
cause of his youth. He thereupon pro- 
posed that he be granted a month’s 
leave of absence without pay, in order 
to demonstrate his ability to procure 
an amount of insurance to be named 
by them as necessary to the position 
he sought. 

Having procured more than double 
the amount named he was given the 
position of general agent for that Com- 
pany which he held until the year 1898 
when he joined the forces of the Equit- 
able Life Assurance Society as a mem- 
ber of the firm of Prosser & Homans. 
Mr. Homans, the son of the late Shep- 
pard Homans, one of the country’s 
most notable actuaries, still runs the 
agency which is one of the most suc- 
cessful in the country. 

Mr. Prosser had all the makings of 
a successful agent, being forceful, un- 
usually intelligent, a student of his 
profession and of economics, and a 
skilled handler of men. He wrote poli- 
cies on many of the leading financiers 
and industrial leaders of the country. 
He sold life insurance as it should be 
sold. His policies always stuck be- 
cause when he interviewed a man he 
made a lifetime convert to life insur- 
ance. He always saw things big, and 
his association with men of affairs 
gave him an opportunity to grasp large 
affairs which he took. 

Becomes a Financier 

In 1907 he was invited to become a 
vice-president of the Astor Trust Com- 
pany upon its organization. For five 
years he worked so industriously and 
successfully that he made a name for 
himself in the world of finance. In 
1912 he was called to the presidency of 
the Liberty National Bank. Next, he 
was made president of the Bankers’ 
Trust Company, organized in 1903. 
This trust company, beginning with a 


capital of $1,000,000, has since grown 
to have a capital of $10,000,000, with 
$10,000,000 surplus, and deposits averag- 
ing about $150,000,000. Its directorate 
is composed of a remarkably strong 
group of financiers. 

Mr. Prosser has taken an active part 
in the Claflin readjustment, acting as a 





SEWARD PROSSER 


member of the Claflin Indorsement 
Committee. He also participated in 
the creation of the Tobacco Products 
Corporation, and he is a director in the 
Astor Trust Company, Astor Safe De- 


posit Company, Cardenas American 
Sugar Company, International Nickel 
Company, Mercantile Safe Deposit 


Company, American Light & Traction 
Company and other corporations. 
Value of Training 

Despite his great success Mr. Pros- 
ser’s simple, amiable and attractive 
personality has undergone no change. 
His success may be attributed in part 
to the experience he had as a life in- 
surance man and to the viewpoint he 
formed at that time of men and con- 
ditions. 





ILLINOIS LIFE APPOINTMENT 


Scott & Son have been appointed 
managers in Cook County for the Illi- 
nois Life, with headquarters for the 
present in the Otis building. The firm 
is made up of T. K. and J. D. Scott, 
both of whom have been with the 
North American Life of Chicago. 


BOND CARRIES INSURANCE 


AMERICAN BANKERS CONTRACT 








At Age Thirty-five First Annual 
ment Rate on $1,000 Bond 
is $85.63 


Pay- 


The American Bankers Insurance 
Company of Chicago is furnishing the 
insurance protection offered in a ten- 
year maturity bond of the Mid-West 
Real Estate Mortgage Bond Company 
of Chicago. This company issues real 
estate mortgage bonds secured by first 
mortgages. The bonds are issued to 
men and women between the ages of 
sixteen and fifty in amounts running 
from $1,000 to $5,000, same to be paid 
for in ten annual payments and con- 
tain the special feature of having an 
insurance protection covered by the 
American Bankers Insurance Com- 
pany. In commenting upon this bond 
the Company says: 

“This new and novel plan combines 
the savings bank and life insurance 
systems in a way that has never been 
done before. Real estate security is 
absolutely beyond question, the inter- 
est rate is higher than savings banks 
pay, and the life insurance feature 
is of great value because the bond- 
holder knows that in case of death 
before the bond matures his family 
will be paid the full face value of the 
bond.” 

At age thirty-five the annual pay- 
ment rates on a $1,000 ten year ma- 
turity bond with insurance protection 


is $85.63. For other years the rates 
follow: 

Annual Cash Paid-up 

Year payments value bond 

2 84.80 120.19 189.60 

3 83.88 211.01 306.26 

4 82.90 304.13 416.73 

5 81.80 399.70 519.97 

6 80.61 493.85 617.80 

7 79.30 591.73 710.45 

8 77.85 693.49 798.16 

9 76.23 799.27 881.27 

10 74.44 1,000.00 1,0°0.00 





EQUITABLE APPOINTMENTS 





Leslie C. York and Frank H. Davis 
Made Inspectors of Agencies 
—0O. W. Kleppe Promoted 





The Equitable Life Assurance Society 
this week announced the appointments 
of Leslie C. York to be Inspector of 
Agencies, with headquarters at the 
home office; Frank H. Davis to be in- 
spector of agencies, headquarters in 
Chicago; and Otto W. Kleppe to be 
assistant to superintendent of agencies. 

Mr. York ‘became associated with 
the Equitable in 1908 as agency super- 
visor and was at first located at Petroit. 
After bringing about an organization in 
the State of Michigan and at other 
points he was transferred to Kansas 
City, given the title of Southwestern 
Superintendent and in addition assum- 
ed direction of the agencies in the 


States of Iowa, Kansas, Nebraska and 
a part of Missouri. His success during 
recent years in his enlarged sphere of 
operations has justified his further 
advancement. Mr. York will continue 
the direction of the agencies heretofore 
under his jurisdiction and will in addi- 
tion render general assistance to the 
agency Officers. 

Mr. Davis has been in the service of 
the Society since Jan. 1, 1913. He early 
demonstrated his ability for agency 
organization in the States of Minnesota 
and North and South Dakota, over 
which he was given jurisdiction as 
agency supervisor. Shortly after Janu- 
ary lst next Mr. Davis will transfer his 
headquarters to Chicago. 

Mr. Kleppe has ‘been in the service of 
the Equitable for many years. 





SAY THEY ARE INNOCENT 





Blake & Davies Tell The Eastern Un- 
derwriter That They Did Not 
Rebate 
(By Tel. to The Eastern Undrewriter.) 
Philadelphia, Dec. 2.—Blake & Davies, 
prominent general agents whose li- 
censes as agents have been revoked by 
the Pennsylvania Insurance Depart- 
ment on a charge of rebating, made 
the following statement to The Eastern 

Underwriter to-day: 

“No evidence that we have paid a 
rebate in connection with insurance as 
charged has ‘been produced; nor can 
any be produced since such action was 
never intended, contemplated or per- 
formed. An inference was drawn that 
because we paid commissions to the 
broker in this case that the broker re- 
bated commissions to the insured. This 
inference has no foundation of fact. 
The facts in the case will be presented 
to the proper authorities in due course.” 

This case has caused a sensation in 
Philadelphia. It arose over the insur- 
ing of John Thompson Dorrance, of the 
Campbell Soup Company, who bought 
$700,000 insurance in a group of com- 
panies. 

It is alleged that the commissions, 
amounting to $10,909 were paid to F. 
S. Groves, Jr., a relative of Dorrance, 
and that it was also agreed that he re- 


ceive a small commission for nine 
years. The Philadelphia Association of 
Life Underwriters expelled Messrs. 


Blake and Davies. 





J. A. DORSEY DEAD 





Vice-President of Southland Life Car- 
ried $250,000 Insurance—Was 
Forty-six Years Old 





James A. Dorsey, of Dallas, Texas, 
president of The Dorsey Company, and 
vice-president of the Southland Life 
Insurance Company, who died at Battle 
Creek, Mich., on Nov. 21, carried cor- 
poration insurance for more _ than 
$160,000 for the benefit of The Dorsey 
Company. He also carried personal 
insurance in favor of his wife and 
estate, amounting to $90,004. 

Mr. Dorsey was only forty-six years 
of age at the time of his death. 














AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address 


Herbert M. Woollen, President 
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Business Is Good In Minnesota 


Men familiar with financial matters have expressed the 
opinion that the State of Minnesota, the business activities 
of which center at Minneapolis and St. Paul, has been, of 
any part of the United States, the least affected by recent 
financial disturbances. Storms which threaten Wall Street 
with disaster do not reach Minnesota at all. Fortunately, 
one of her principal crops is not cotton, but wheat. Wheat 


is selling at a dollar a bushel. Because of diversified farm- 
ing, she never has a crop failure. If there is a war in Eu- 
rope, and we hear there is, the fact has not been announced 
to either the farmers or business men of Minnesota by any 
lessening of their respective incomes. Business is normal 
in Minnesota. 


People Are Patronizing The Western Life Ins. Companies 


A lot of people in our state, other things being equal, 
prefer to buy their insurance of the Home Company. Many 
prefer to keep their life insurance premiums for investment 

ere: $1,300,000 
re 2,076,000 


ean 2,260,000 


in home territory. This increasing patronage is best shown 
by the record of our Agency in Minnesota in the produc- 
tion of new business: 


, See $2,513,000 
3,019,000 
anes ccciesanisnn 3,400,000 


— $3,500,000 


(ESTIMATED) 


We Represent One of The Good Companies 


Northwestern National Life of Minneapolis is one of 
the strong financial institutions of the Northwest. It has 
over $31,000,000 of insurance in force and has paid over 
$15,000,000 to its policyholders and beneficiaries. The 
Directorate of Northwestern National (a purely mutual old 
line company), is composed of nine men. All of them are 
well known throughout the Northwest. They are public 
spirited men who are anxious to build the best Insurance 


Company in the country. Not one of these directors, except 
the President, draws any salary from the Company. No 
Company is any bigger than the men behind it. North- 
western National is GOOD because its Directors are GOOD 
men. That’s the way we reasoned when we went with 
this Company seven years ago, and we have never had 
reason to change our minds. Here is the list; all of them 
reside in Minneapolis: 


(ee |) re President Janney, Semple Hill & Co. 

F. A. CHAMBERLAIN...... President Security National Bank. 

E. L. CARPENTER......... Shevlin-Carpenter & Clarke Co. 

ee Fe ae President Northwestern National Bank. 

C.D SE 2 vcecnseewes Vice-President First National Bank. 
ae President Hennepin Paper Co. 

BB TINS ocho secs wna Vice-President First National Bank. 

a Fy yy re Vice-President Northwestern National Bank. 
JOHN T. BAXTER......... President Northwestern National Life Ins. Co. 


Our City Business 


Corporation insurance is just coming into its own out 
here; so is the continuous life income for widows. We 
have in our home city 1,800 policyholders carrying an 


Business In 


A long time ago, we discovered that an insurance man 
who drives out alone to see a farmer who has never heard 
of him has a very poor chance of writing said farmer. The 
better the agent talks, the more persuasive his argument, 
the more suspicious the farmer becomes. So to establish 
ourselves in the rural districts, we started in to secure as 
our local agent, the best man obtainable in every town in 
the state of Minnesota. Next week we are going to pub- 


aggregate of over five millions of life insurance in North- 
western National. 


The Country 


lish a map in this space, showing how successful our efforts 
in this respect have been. For the present it is sufficient 
to say that we have 475 of these local agents, each one of 
whom stands ready to introduce the manager of his par- 
ticular territory to the farmers. The fact that Northwestern 
National loans its income on farm mortgages has allied 
with us a large number of bankers. These bankers boost 
for and write new business and discount our paper. 


A Concrete Case 


Mr. S. J. E., who came to our agency three years ago 
from New York City, and who has exclusive control of five 
counties in Minnesota, last year produced and paid for 


$450,000 of high grade life insurance. Several general 
agents in other parts of the state nearly equalled his record. 


What We Are Driving At 


We have at the present three openings in Minnesota 
where any life insurance man of ability can achieve econo- 
mic independence in the next few years. We are naturally 
anxious to obtain for these agencies, honorable, experienced 


and successful men. If you are not entirely satisfied with 
the insurance outlook in your vicinity, drop us a line and 
we will be glad to outline our proposition in detail. 


WHITE & ODELL, State Agents, Minn. Minn Lp oog ey MI NN. 
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HENRY MOIR ON VALUATIONS 


ADDRESS READ IN EDINBURGH 








Shows the Fallacy of “Market-Value- 
of-the-Day” Theory 





Henry Moir, actuary of the Home 
Life Insurance Company, is the author 
of an interesting paper, entitled “The 
Amortization of Bonds and the Valu- 
ation of Assets of a Life Insurance 
Company,” which was read at the 
recent meeting of the Faculty of Ac- 
tuaries in Edinburgh, Scotland. 


Mr. Moir described the recent his- 
tory of events in America, which il- 
lustrates the disadvantages of valuing 
such securities at the market value, 
and the advantage of the plan made 
compulsory in New York some years 
ago of valuing such securities on the 
basis of the original purchase price, 
modified so as to bring the book value 
gradually to par by the date of re- 
payment. 


Summarizes Advantages 


In summarizing the advantages of 
the plan he pointed out that life offices 
were accumulating funds, not for 
immediate necessities but for the dis- 
tant future, as their obligations ex- 
tended over long periods of years; 
that in a progressive company funds 
steadily increased and there was no 
need for liquidation of assets; and 
that life companies were not specu- 
lative dealers in securities, but made 
their investments with regard to in- 
trinsic merit and security rather than 
with an intention of selling for profit. 
The interest rate to be obtained was 
the governing factor, combined with 
due security of principal and many of 
the bonds and debentures now held 
by insurance companies would be car- 
ried on their books until maturity. 
The basis of life insurance business 
required them to assume a rate of 
interest for discounting their liabili- 
ties, and the assumption of such a 
rate for future earnings, and the main- 
tenance of an interest rate by a pro- 
cess of amortization were factors 
which interacted upon and were com- 
plementary to one another. 

Life insurance companies are per- 
manent institutions, their principal 
duty being to equalize the ups and 
downs of life, and the valuation of 
fixed-term securities by means of 
amortization was one of these scien- 
tific developments tending toward 
equalization. 

Mr. Moir touched upon the objec- 
tions to the amortization plan, and 
quoted previous opinions for and 
against it. He held that the market 
value of the day was not a satisfactory 
method of valuing terminable securi- 
ties, and showed that even if this so- 
called market value might not repre- 
sent the realizable value so that the 
market value of stock exchange se- 
curities might only represent a con- 
ventional mode of reaching a value 
for temporary purposes. In British 
offices the usual interval between 
valuations was five years, and while 
this might be the means of escaping 
many security fluctuations as com- 
pared with the system of annual val- 
uations, it introduced an element of 
luck between one company and an- 
other which should have no place in 
the calculations, especially as the 
valuation date of one company might 
fall at the time of depressed prices, 
while that of another might escape 
depression altogether. 


Wrote Paper Before the War 


Mr. Moir wrote his paper before 
there was any thought of the Euro- 
pean war, or the financial cataclysm 
which it had brought about. Recent 
events showed even more strongly than 
anything he could have said how im- 
possible the “market-value-of-the-day 
theory” had become. The market for 


Stock Exchange as well as other se- 
curities, had ceased to exist; yet it 
was quite possible that some com- 
pany’s valuation date might fall with- 
in the period when the Exchanges re- 
mained closed and securities were 
unsalable. 


On the motion of the president of the 
Faculty of Actuaries a vote of thanks 
was accorded to Mr. ‘Moir for his paper. 


Some Favor Cycle of Years 


In part Mr. Moir said: “The market 
value of a single day is not a good or 
logical method of finding the real 
value. It is equally clear to any one 
who has studied the course of prices 
that the value during one period of a 
few months before the date of investi- 
gation might be a better measure, but 
is equally indefensible. Some old 
economists have recommended a cycle 
of ten of eleven years for such values, 
and there is a great deal to be said in 
favor of that view, because periods of 
dapression and periods of prosperity 
seem to alternate between intervals 
which often run about five years for 
each swing. In arriving at fair valua- 
tion of Stock Exchange sécurities my 
personal opinion is that a range of 
prices over a period of years is a very 
much more satisfactory measure than 
the price on a single day. or even the 
average price during a singleeyear. Here 
again we find difficulties, because of the 
large holdings of recent issues for 
which prices cannot be obtained for anv 
extended period. The interest yield, 
and the margin of security with the 
stability of the marticular class of in- 
vestment, becomes the important fac- 
tors. In attempting to determine what 
may be a fair market value do we not 
get nearer and nearer to a question of 
opinion, the intelligent judgment of ex- 
perienced business men, such as direc- 
tors of insurance companies should be. 
The system of amortization as defined 
in the New York law seems the most 
sensible solution of these difficulties.” 





READY BY DECEMBER 15 





Printing Office of National Life, U. S. 
A., Rushing Through New 
Forms and Rates 





The National Life of the U. S. A. 
has its own printing plant and some 
representatives of the Company have 
been working day and night in super- 
vising the printing of the new rate 
book, sample policies, etc., the result 
of the Company’s decision to discon- 
tinue on December 15 all forms of 
participating policies. The detail in- 
volved in such a step is incalculable. 

In notifying agents that the Com- 
pany has gone on the non-participating 
basis the Company says in part: 

“The ordinary life, ten, fifteen and 
twenty payment life policies are all 
payable for the face amount as en- 
dowment at age 85, which makes them 
very attractive indeed. In addition, 
the Company has, on its new forms, 
reduced the incontestable period from 
two years to one year. 

“The cash, paid-up insurance and 
extended insurance values have been 
increased, beginning with the third 
year and extending to and including 
the fourteenth year of insurance to an 
amount equivalent to the full legal 
reserve (Illinois standard). On the 
ordinary life policy this increase 
amounts to $6 per $1,000 in the third 
year, on the ten, fifteen and twenty 
payment life policies it amounts to 
$10 per $1,000 the third year.” 





THIRTY-SIX YEARS WITH AETNA 


Josiah Q. Baker, thirty-six years 
with Aetna Life, is taking a vacation 
in California. When he joined the 
Company there were thirty men in the 
home office; now there are eight 
hundred. 





J. Hunter Hopkins, an insurance 
man of Brunswick, Ga., has been elect- 
ed Mayor of that city. 








Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America’’ 
mean certain success for you. 





For Terms to Froducing Agents, Address 


_ GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 











You Wish To Be Paid Well A Word to the Wise is 





for your efforts. Producers receive Sufficient 
liberal compensation under the Grow Up With A Growing 
Direct Agency Contract Company 





OF THE MANHATTAN LIFE Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 


Pittsburgh, Pa. 


W.C. BALDWIN, HOWARD 8S. SUTPHEN 
President Director of Agencies 


A top-notch renewal income as- 
sured for years to come. 





Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 














The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
Ch cb caked) aes wun © beChouss aebeees 2,455,653.33 
DCL iGh cits ehatwagmeh ee ee wie eauknd 1,803,659.29 
CE asd ness cnewud eee eedeweeiwak see 453,249.23 
PE: hace dabvnaenwsabwee as ah aul 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

_ _ We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 
Company. 








Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 

Ine. 1851 
New policies with modern provisions Attractive literature 


W. D. Wyman, President W. S. Weld, Supt. of Agencies 











A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY. con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of © 


all members. 


THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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GOOD CAREER FOR YOUNG MEN 


INSURANCE 





OPPORTUNITIES IN 





Career Where One Constantly Builds 
for Future—Good Start from 
Start 





It is almost a truism that there is no 
more independent nor remunerativea 
position than that of the general agent 
of a well established life insurance 
company who has spent some years 
in the service and built a satisfactory 
business. ‘He has then reached the 
point where the labor spent in previous 
years comes back to him in rewards 
many times over. 

The desire of the young man just en- 
tering the business world to earn a 
stated salary at once—something defi- 
nite and sure each month—often blinds 
him to future possibilities in a busi- 
ness which he must build himself and 
possibly crushes initiative and _ is 
stronger than the desire to build. ‘We 
are impatient. We hate slow process- 
es and to the young man who has 
never earned money at all, who is new 
in the business world, crude, unform- 


ed, ignorant, the clerical positions 
with their easy work, comfortable 
offices and agreeable’ surroundings 


have a stronger appeal. 
Don’t Follow Line of Least Resistance 

The Security Mutual Life Insurance 
Company of Binghamton, N. Y., hits 
off the situation very well with these 
comments: 

Man is a lazy animal. He invariably 
takes the line of least resistance and 
at this stage in his career the sure 
salary with promise of advancement 
with experience is most attractive. He 
doesn’t realize that if there be loss, 
business depression, a slackening of 
orders there will necessarily be less 
work and less need of many helpers, he 
fails to take account of the many 
failures there are in business and that 
often the available supply of office help 
far exceeds the demand, that almost 
any disturbance in the business might 
throw him out of a position and that 
it might be very difficult to secure an- 
other. He doesn’t know that advance- 
ment is likely to be very slow and that 
practically speaking there is for him 
no “future.” 

On the other hand the young men 
who have had the push and the gift 
necessary to build for themselves, who 
have been willing to start in on a new 
field may have found the going a bit 
rough and the way steep at the first 
but the steady work has brought them 
gradual advancement and an advance- 
ment that counts for the future. Build- 
ing a business is slow work but when 
it is life insurance work one is build- 
ing and each application written brings 
one, besides commissions, an income for 
a certain number of years, even though 
that income be comparatively small it 
has a most interesting way of piling 
uy when multiplied many times. 

Average Earning of Agents 
Thus all the work an insurance man 





does is for himself. It comes back to 
him. If he has a good day it means 
not only ready money for himself and 
business for his company, but for him 
it means adding a little to his income 
each year for many years. 

Out of seventeen occupations over a 
period of five years it was found that 
the average income of Yale graduates 
who went into life insurance was 
larger, that occupation bringing them 
an income of $1,872.33 and the average 
of all other occupations being $1,280.33. 

(Many young men who start out with 
high enthusiasm and the determination 
of making money do not know that at 
the age of sixty-five more than 90 per 
cent. of men are dependent upon others. 
So few of us save for the non-produc- 
ing years. The young man who takes 
wp life insurance work and stays by it 
—who works it regular hours a day and 
six days a week and who has the 
ability to make any sort of success of 
his life is hardly likely to come to 
this dependent position. He will 
have the good sense to carry endow- 
ment insurance for just such a time and 
many years of conscientious work will 
bring him a renewal income that will 
provide for these later years. 





NOT WORRIED BY WAR 





General Agency of White & Odell, of 
Minneapolis, Showing Remarkable 
Growth 





The Eastern Underwriter’s offer to 
pay $10 for the best epigram on “The 
War? I Should Worry!” has brought in 
a flood of answers from the producers 
in the business. 

In this connection attention is called 
to the page advertisement of White & 
Odell, State agents of the Northwestern 
National Life in Minnesota. “If there 
is a war in Europe, and we hear there 
is, the fact has not been announced to 
either farmers or business men of Min- 


nesota by any lessening of their in- 
comes,” they say. The White & Odell 
agency will write $3,500,000 this year. 





Continuous Income Policy 





Unexcelled In 
Favorable Mortality 
AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low and 
still further reduced by 
Annual Dividends 








SOUTH RECOVERS RAPIDLY 





Interview With Vice-President Simmons 
of Pan-American Life on Busi- 
ness Conditions 





fE. G. Simmons, vice-president of the 
Pan-American Life Insurance Company 
of \New Orleans, made the following 
statement to The Eastern Underwriter: 

“In my opinion, business is rapidly 
reaching a normal condition. The 
business of the Pan-American Life In- 
surance Company, since August Ist, has 
been about the same as it was for the 
same period in 1913 and when the un- 
settled condition of the country is 
taken into consideration, I believe it 
really indicates a large increase in our 
business. 

“With the opening of the cotton and 
stock exchanges which will permit 
trading in our local securities as well 
as permit the buying and selling of 
cotton on a larger scale, I have no 
doubt that in a short time all thoughts 
of hard times will ‘be banished from the 
minds of our southern people. I be 
lieve the South recovers more rapidly 
from depressing conditions than any 
other section of the United States. It 
has gone through a great many hard- 
ships in the last few years, but I sin- 
cerely believe that conditions here will 
compare favorably -with any other sec- 
tion of the United States.” 


Thousands of proxies are being re- 
ceived daily by the Metropolitan Life 
policyholders voting for mutualization. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York a Ae New York Insurance 
e 


every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 
its claims under its policies promptly 
settled and its policyholders treated 


During the period under examination 
the Home Life has experienced « steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
ee than in 1909 and the insurance in 
lorce having incr m $32,533 in 
the year mentio: to over $116,c00,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y¥. 








Insurance 
Aseets over One Miilion. 


(average One Million a month). 
We want a capable 
Iimpertant open territory. 





Business received first eight months, 


The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


in force over Twenty Millions of dollars. 


1913, over Eight Million 


general agent for vacant office. 














Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 





Total Resources 


Total Insurance in force December 31st, 1913.............-$13,280,105 
December 31st, 1913.. 


2,230,532 








We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 


New Orleans, Louisania 


















Guaranteeing $50.00 per Month 
Payable to the Beneficiary for Life 


A minimum of two hundred and forty ine 





























‘Union Central policies have 
reserve selling force! 


Your guns are not all fired after ‘‘talking 
up’ the importance of insurance, and the 
service, strength and prestige of this company. If the 
prospect still wavers, you can close him with the sales- 
clinching point that features every Union Central policy 
—the extremely low net premium rate. Note the typi- 
cal policy shown here. 














stallments certain, with additions from 


Surplus Interest Earnings 


Insured Age 45 Beneficiary Age 40 


Gross Annual Premiums............ $371.50 
First Dividend current schedule.... 68.18 


Net Premium for Second Year.....$303.32 We offer a splendid proposition to progressive men—write for 


details to Jesse R. CLark, Pres., or Allan Waters, Supt.of Agents. 


The Union Central Life Insurance Co. 
OF CINCINNATI 


Dividends may at option of insured be 
applied to payment of premiums, or used to 
purchase paid up additions, or left to ac- 
cumulate at interest. 
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PROTECTING LARGE ESTATES 


WHAT LIFE INSURANCE CAN DO 








J. |. D. Bristol’s Interesting Talk Be- 
fore Connecticut Life Underwrit- 
ers’ Association’s Meeting 





The Connecticut Life Underwriters’ 
Association, which held an unusually 
interesting meeting on Saturday is one 
of the up-to-date, progressive organiza- 
tions that are doing a lot of good in 
this business. The principal speaker 
was J. I. D. Bristol, the distinguished 
general agent of the Northwestern 
Mutual Life in New York. 

When an Estate Shrinks 

(Mr. Bristol gave some reflections 
which he said came to him after a life- 
time in the profession of life insurance. 

The fact that life insurance is the 
one tangible asset in the inventory of 
a man’s estate was illustrated by cit- 
ing the case of Eber B. Ward of Michi- 
gan. That man, in life, was accredited 
with a fortune of $5,000,000, but the de- 
preciation of the values of the prop- 
erties in which he was interested was 
such that at death, he was worth vir- 
tually nothing. Two years later the 
same properties were worth $10,000,- 
000. The Campbell estate of St. Louis 
was also given as another example of 
the same kind. In this instance the 
ready cash from a life policy of $°00,- 
000 would have been sufficient to keep 
an estate valued at $60,000,000 before 
death, from slumping to $16,000,000 and 
in jeopardy for the want of the amount 
which the above life insurance policy 
would have brought. The fallacy on 
the part of some men of means in be- 
lieving that life insurance is dispens- 
able was impressed on the minds of 
the agents by these examples. 

Another factor in the conduct of the 
winter campaign in life insurance cir- 
cles and pertinent to the present un- 
settled business situation was the de- 
crease in the value of a dollar within 
the past few years. In short, what $1 
would buy five years ago would require 
an Outlay of 30 cents more than a dol- 
lar to-day. While the value of a dol- 
lar has decreased in its purchasing 
power, the face value of life insurance 
has also decreased in the same ratio; 
and the policy taken out five years 
ago has exactly 30 per cent. less value 
to-day than it had in 1909. 


Part Time 

Mr. Bristol was especially earnest in 
inypressing upon his hearers the dam- 
age done by part-time agents, who 
make the work of writing insurance a 
side issue. Mr. Bristol is thoroughly in 
favor of a plan by which all except the 
authorized agents of a company are 
eliminated from the field. It is his be- 
lief that the companies, the prospective 
policyholders and the actual holders of 
‘policies would ‘benefit by such a 
change. 

Mr. Hering, also of the New York 
agency of the Northwestern Life In- 
surance Company, and Oliver M. Thur- 
man, assistant secretary of the Phoenix 
Mutual Life Insurance Company, spoke, 
the latter telling of the last convention 
of the national association in Cincin- 
nati. 

The report of the publicity commit- 
tee was given by Dwight G. Holbrook, 
manager of the Hartford branch of 
the Mutual Life Insurance Company of 








PITTSBURGH MEETING 

The December meeting of the Pitts- 
burgh Life Underwriters Association 
was addressed by Dr. William J. H. 
Boetcker, of Toledo, whose subject was 
“Thinking Ahead.” Graham C. Wells, 
general agent of the Provident Life 
& Trust, and Lawrence C. Woods, as- 
sistant manager of the Equitable Life 
Assurance Society, talked on December 
production. 

The following applicants for mem- 
bership were voted upon: F. C. George, 
E. F. DeWitt, Aetna Life; M. B. 
Cohill, Alexander Heidt, W. V. Rigney 
~, S. R. Sobel, Equitable of New 

ork. 


New York. The plan of the associa- 
tion in conducting a publicity campaign 
to better acquaint the public with the 
fundamentals of life insurance met with 
favorable comment by the members. 
New Members 

Several applications were received 
during the meeting and the associa- 
tion voted to have a representative at 
the next national convention which 
will be held in San Francisco in 1915. 
At the speakers’ table besides those 
mentioned, were, Maximilian Stein of 
Bridgeport, first vice-president; George 
W. Greene of Waterbury, secretary- 
treasurer; and the following members 
of the executive committee: James B. 
Moody, Jr., of Hartford, A. J. Edgar of 
Bridgeport, John Adams of New Haven, 
John L. Thompson of Hartford, Elmer 
C. Tyron of Hartford. 





WOODS AGENCY WELFARE WORK 





Insurance and Funeral Benefit for 
Everyone Connected With Pitts- 
burgh Equitable Agency 





At the annual meeting of its Vet- 
eran Legion, held Friday evening, in 
Pittsburgh, Edward A. Woods, presi- 
dent and manager of The Woods 
Agency, announced an attractive addi- 
tion to and broadening of its co-opera- 
tive welfare work. It is at this meet- 
ing that distribution is made to agents 
and employes under The Woods 
Agency Veteran Service Fund Profit- 
Sharing Pian, which has been in ex- 
istence since the incorporation of the 
agency four years ago, although profit- 
sharing had been a feature of the 
Agency long before it was incorpor- 
ated. 

For many years The Woods Agency 
has also carried insurance upon the 
lives of some office employes. But, 
taking effect at midnight Friday, Mr. 
Woods announced that every one asso- 
ciated with the Agency under its ser- 
vice requirement and who devotes his 
or her full time to the life insurance 
business, would be insured for one 
year’s earnings, to be paid in case of 
death in twelve equal monthly pay- 
ments; the maximum in any case be- 
ing $2,400 or $200 a month. And in 
addition, every member of the group 
is insured alike for $100 Funeral Ben- 
efit, payable immediately upon death. 

The Woods Agency is one of the 
first corporations in its district to in- 
clude in its Group Insurance this 
Funeral Benefit feature. The group 
starts with 103 people, aggregating 
$150,000 of insurance. Following is 
copy of President Woods’ letter to 
each member of the Group with his 
or her policy. 





TRENTON CHANGE 

On January 1, 1915, Charles A. 
Woodruff will become associated with 
Mr. John A. Bergen, who for the past 
eight years has been the Mutual 
Benefit’s general agent at Trenton. 
The new firm will be known as Bergen 
& Woodruff and will have jurisdiction 
over the Southern section of the State 
of New Jersey. For thirty years Mr. 
Woodruff has been in the employ of 
the Mutual Benefit, serving recently in 
the official capacity of Registrar at the 
home office. His long connection has 
familiarized him with the plans and 
purposes of the Company. It is ex- 
pected that the new firm will render 
valuable service. 





ISSUED 2,408 POLICIES 
In a statement about Massachusetts 
Savings Bank life insurance Actuary 
William J. Montgomery says that the 
four banks during the year ending 
October 31, 1914, issued 2,408 policies, 
representing $783,962 of insurance. 
The two oldest banks will declare ex- 

tra dividends to policyholders. 





Warren La Rue Thomas, founder of 
the Pension Life, died in Pittsburgh 
a few days ago. 


CHRISTMAS GIFT POLICY 





New Offering of Northwestern Na- 
tional Life—How It is Presented 
by Agents 





The Northwestern National Life is 
featuring a Christmas Gift Policy, 
which has already made a big hit 
with agents. Here is the way that 
Frederick White, Minnesota State 
agent, suggests that it be presented 
by agents: 


Don’t put up a life insurance 
talk, but a Christmas spirit talk. 
Paint Christmas, with its charm- 
ing custom of remembering “the 
kiddies,” in glowing terms. Sug- 
gest how they will miss “Dad” 
some Christmas morning; how by 
a small annual deposit a Christ- 
mas gift trust-fund can be estab- 
lished, that will provide a check 
of $50 every Christmas for 20 
years, for the express purpose of 
keeping “Dad’s” memory green. 

Don’t shy at the use of the right 
kind of sentiment in your talk. 
Before you know it and before you 
have talked life insurance at all, 
you will be surprised to see how 
many become interested in the 
plan. 





Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reduction. 

Has the Only Perfeet Protec- 
tion Policy combining Life, 
Accident and Health Insur- 


ance at Minimum Cost. 








THE 
First Mutual 
Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





cent. Re- 
usetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 
Assets, Jan. 1, 1914. $66,168,702.53 


Liabilities ........ 61,182,456.00 
Surplus ..... - «8 4,986,246.53 


D. F. AP’ 
«4 BARBE 
ILLIAM ¥. DAVIS, 
FRANE T. PARTRIDGE, Asst. 
MORRIS P. CAPER, Asst. Secretary 


ALFRED D. FOSTER, President 
PEL, Vice-President 





EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 











GOOD TERRITORY | 
\OBEN TO RIGHT MEN | 


—those who know how and can pro- 
duce applications and settle policies 
~—always ready to negotiate with 
men of experience, energy and 
enthusiasm. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 

Address: ALBERT E. AWDE, 


Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill 

















Total Abstainers’ Policy 


means a direct money advantage to the in- 
sured and a wonderfully big advantage to 
the agent over his competitors. 


Ask us. 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 











OPPORTUNITY IN TEXAS 





pany, in Texas. 





A personal producer, 
handle men who want to grow and posseses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 


having ability to 


If interested, and can deliver the goods, write 


“TEXAS” 


Care of The Eastern Underwriter 
105 William Street, New York City, N. Y. 
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Live Hints For Business Getters 
Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











Thomas A. Buckner, 
How to vice-president of the 
Interview New York Life, thinks 


that it is a great mis- 
take to begin an inter- 
view with any form of question that 
will bring out a flat no as an answer. 
Continuing he says: 

Don’t, for instance, ask your Dros- 
pect if he wants life insurance. You 
in that way imply that he may not 
want it, and really invite his refusal. 
In which case you must convince him 
that he is mistaken, that he really 
does want it, and it’s pretty hard to 
do this. Try to handle your conversa- 
tion so as not to give him the chance 
te tell you he doesn’t want any life 
insurance. You must make it easier 
ty gain his final consent. You might 
say, “Of course, Mr. Jones, you be- 
lieve in life insurance, every one does 
nowadays, and are carrying some,” 
thus finding out just where he stands 
and paving the way to a further diplo- 
matie handling. 

If analyze 


a Prospect 


salesmanship you'll 
find that it the art of inducing a 
man to comply with your wishes by 
assuming that he wants to, thus avoid- 


you 


1S 


ing a direct question that might be 
answered in the negative. 
Many life insurance men never ask 


whether a man wants insurance, they 
simply fill out the application and ask 
well and 


him to sign. If he signs, 

good; if he doesn’t, there is an op- 
portunity for further explanation. 

' Assume, then, that your man _ be- 
lieves in life insurance, wants it and 
can carry it, if he can get it. As- 


sume that he has simply been waiting 
someone to appear and show him 
how. If he objects to a certain point, 
egree with him, admitting that of 
ecurse his opinion is perfectly natural, 
as there are facts concerning the poli- 


cy or the institution that he does not 
know about, would hardly be expected 
to, and that you can immediately 
clear up. Avoid arguments. Try to 
lead the conversation and the man. 
Don’t try to drive him. 

If you find you can’t land him,, leave 
kim with the remark that in spite 


of what he says you believe that down 
deep in his heart he believes in and 
wants insurance, but for some reason 
best known to himself the present may 


not be the opportune moment. Before 
going be sure and get—you can do 
this if you are tactful and careful 


auc diplomatic—the names of a couple 
f friends or acquaintances. Tell him 
that your time is your only asset, that 
ou have invested a good deal of it 
in your interview with him, and to 
square matters he ought to give you 
a couple of names—suggest to him 


‘the man across the hall, is he mar- 
ried?”—‘“the man in the outer office, 
was he any children?” and so on. You 
know how to go about it. 

If you do this, even though you 
con’t write the man, you have some- 


thing to show for the imterview, some 


one else to go and see right away. 
Besides, you can later let him know 
how you succeeded with his friends. 


If you land them ’twill help you land 
him. 


* a . 

Unfortunate as may 
Sentiment be the man who can 
Transmuted write the business yet 


Into Results cannot sell it, there is 


yet hope for his rec- 
in the possession of 


lamation, for, 


certain abilities through which he has 
awakened the emotions and tugged at 
the heart-strings of an audience, he 
has an asset of priceless value, says 
Now, 


The Prudential Record. that 


man needs money, just like all the 
rest of us, and we believe he can and 
must learn to be proficient in the 
direction of delivery. There are men 
in our work, and lots of them, whose 
annual sales reach handsome totals, 
yet who but rarely touch upon the 
sentimental side of the insurance 
argument. Is it not quite possible 
that if these people indulged now and 
then, but only when circumstances 
warrant, in a reference to the human 
side of the topic, their sales would 
be even larger? It is certain, how- 
ever, that our friend who starts out 
with the determination to conduct a 
weepfest and becomes so _ carried 
away with his success in producing a 
veritable “downpour,” will never clean 
up any money or do the family any 
good unless he combines business and 
business arguments with his emotion 
and sentiment. We admire the man 
whose argument is so impressive that 
his prospect becomes aware that pro- 
tection is desirable, if not imperative, 
but that agent has just begun his good 
work. 


> . ia 
Chance average in ability. 
for the But many men of 


only average ability 
would like to draw 
more than average pay, says The 
Equiowa. It has been observed that 
in the absence of a “pull” there is but 
one way to draw more pay, and that 
way is to work ‘harder than the average 
man. In a life insurance agency, work- 
ing harder consists not only in seeing 
more jpeople daily, but in more and 
better preparation for interviews; more 
reading of insurance journals than the 
average agent does; more study of the 
things he doesn’t know but which he 
knows he should know; more real 
hard thinking; and finally more con- 
centration and less scattering of effort. 
Work transforms the average man into 
the genius. 


“Average Man” 


- * + 

S. A. Armstrong, of 
the Pi.tsburgh Life 
& Trust Company, 
has written an able 
article on the dig- 
nity of life insurance as a profession 
and how it compares with other call- 
ings. He says in part: 

Do we agents of the Pittsburgh 
Life and Trust Company realize 
fully our opportunity to make good 
compared with the bank clerk or 
similar occupations? I think not. 
The bank clerk starts in at per- 
haps thirty dollars per month and 
in three or five years gets eighty 
to one hundred dollars per month. 
He swells up like a toad after 
a rain. Why? Because people 
say he’s a banker or works in a 
bank, wears fine clothes, looks 
wise through the bars when you 
make a deposit, or gives you a 
look that almost freezes you when 
you ask for a loan, while we. 
agents have it within our reach 
to make five times as much money 
and always be pleasant with every- 
one we meet and in later years 
our policyholders will laud us, 
while they cuss the bank clerk or 
bankers because they couldn’t get 
a loan that they had asked for at 
some time. 


Life. Insurance 
asa 
Profession 





The Chicago Life Underwriters’ 
Association will hold its annual rally 
on December 10. 





J. A. Bassford of the Mutual Life 
has been elected president of the 
Grand Rapids Life Underwriters Asso- 
ciation. 


THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. «. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 














GOOD SERVICE 









fully furnished. 
For Agencies Address 


BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 





iis the foundation upon which to erect a successful business. 
Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 
Specimens of Life, Accident or Health policies cheer- 


The Columbian National Life Insurance Company 








sesil AGENTS Se! 


If You Mean 


_ Business Tr . 3 
If You Can Do - 
OHIO Siaciaidee ILLINOIS 





Write to Me————— 


JACKSON MALONEY 
Manager of Agencies 


= 


(Eastern Underwriter).......... 


Philadelphia Life 5: 
Insurance Company? : ;’, 
N. E. Cor. Broad and Sansom Streets . ms & H 
Philadelphia, Pa. pg23 








If you can write Ordinary and Industrial business in 
an exceptional field, under a progressive live wire 
manager, who controls five offices, all making ex- 
ceptional records, and incidentally the greenbacks, 
address (in strict confidence to you), 

Box 75, Ironton, Ohio. 
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WHAT TO READ ON THE TRAIN 


FASCINATING .AUTOBIOGRAPHIES 








Read Life Stories of Benjamin Frank- 
lin, Booker Washington, Jacob 
Riis, Horace Greeley 





The average agent spends a great 
deal of time riding on trolley cars, 
on board trains and in depots waiting 
for trains. These are valuable min- 
utes that can be wasted or placed to 
the greatest advantage. What shall 
he do with them if he desires to oc- 
cupy himself by reading? 

The Wrong Thing to Read 

It is a pretty well understood propo- 
sition that the man who buys too many 
newspaper extras, who indulges in the 
luxury of perusing long serial stories 
in the magazines or in novelettes, or 
makes a practice of studying baseball 
and racing dope until he becomes an 
expert on those subjects, wastes many 
golden minutes. Yet, time drags heav- 
ily on board trains unless one has 
something to read. So-called heavy 
reading is as a rule out of place on 
a train. There is something psycho- 
logical which makes mental digestion 
difficult at such a time. 

What then shall the agent read that 


is light, entertaining and profitable 
while traveling? Why not autobi- 
ography. 


Of all sorme of literature nothing 
is more intimate, nothing more in- 
structive, nothing more _ engrossing 
than the literary labors of great men 
in telling the world their life story. 

No one can read the autobiography 
of Benjamin Franklin without feeling 
a keen spur toward uplift. Here was 
a penniless boy who became the world’s 
greatest philosopher, who made won- 
derful scientific discoveries, and who 
served his country in many exalted 
positions. His advice to young men 
carefully studied has been responsible 
for the success of thousands. 

What a Slave Did 

Another positively thrilling autobi- 
ography is Booker Washington’s “Up 
From Slavery.” Here is a compelling 
narrative of a former slave triumph- 
ing over every racial and natural 
obstacle until he became the leader 
of millions of people. Think what 
Booker Washington accomplished and 
your own lot will seem a bed of roses 
by comparison. 

Another fascinating story is that of 
the late Jacob Riis, designated by 
Theodore Roosevelt as “America’s 
most useful citizen.” A poor emigrant 
boy, who at one period of his life 
was so near starvation that he lingered 
in the shadow of a bakery shop to 
breath the bread-laden air, he rose to 
such influence that it was possible for 
him to have entire blocks in New 
York congested districts torn down so 
that the children of the slums might 
have a breathing place. His book is 
called “The Making of an American.” 

And Theodore Roosevelt’s own auto- 
biography is an inspiration in its early 
chapters, and mighty thrilling read- 
ing, too. Horace Greeley’s story not 
only gives an interesting view of his 
time, but is inspirational. 

Even P. T. Barnum’s memoirs, low 
as is the moral tone of his philosophy, 
contains sidelights on human nature 
that are positive gems and decidedly 
worth reading. In fact, it is difficult 
to read the memoirs of any American 
without finding much that is enjoy- 
able, interesting and stimulating. 

Biographies 

Those who find the ego in autobi- 
ographies objectionable can get de- 
lightful material for contemplation in 
biographies, although the biography, 
as a rule, does not compel one’s inter- 
est so much as does the autobiography. 
Among the best biographies are those 
from the group of writers who have 
told the story of Abraham Lincoln; any 
standard life of Napoleon, Bismarck, 
Frederick the Great, George Washing- 
ton, Garfield, Cromwell, or Garibaldi. 


CLUB WOMAN ON INSURANCE 





Mrs. T. G. Winter’s Advice on Safe- 
guarding the Family—Common 
Sense for Northwest 





Mrs. T. G. Winter, chairman of the 
literature and extension department 
of General Federation of Women’s 
Club and president of the Women’s 
Club of Minneapolis, has written the 
following article on “Safeguard Your 
Family,” which was printed in the 
Northwestern National News: 

As soon as your attention is 
called to it, you realize that de 
tached people—peaple without 
homes—cannot make a city or a 
State or a nation. It is the family 
which is the unit upon which 
society is built. The family and 
family life are the first considera- 
tion to every community, to which 
all other interests are secondary and 
tributary. So marriage does much 
more than join one man and one 
woman; it creates the new social 
unit, greater than either of the two 
individuals which make it, a unit 
to whose safeguarding all the 
forces of civilization must bend. 

For a family is not a mere heap 
of people. It has character and in- 
dividuality of its own. It has its 
own soul. It has its own spirit, its 
own habits, its own little ways, 
even its tricks of manners and 
speech. It has a being of its own 
quite as real as if it had a body. 

Into a family a child has a right 
to be born. God does not intend 
that a human soul should be brood- 
ed in anything less sacred and less 
essential. No charitable institution, 
however well and kindly managed, 
can give the warmth, the spiritual 
atmosphere, the moral standard 
that belong to the home circle. So 
thoroughly is this coming to be 
realized that the more advanced 
charities are preferring to put des- 
titute children into private homes 
rather than into the best institu- 
tions—feeling that even a some- 
what inferior family is a better 
place to grow up in than the best 
of perfunctory public “Homes.” 
It comes nearer to the normal. 

Well, suppose the family called 
into existence, husband, wife and 
children, forming this compact 
unit whose life is the very life of 
their lives. Into such a group 
death often falls like a bomb, 
bursting it to pieces, scattering its 
members, making them solitary 
individuals, each struggling alone 
instead of in that circle where they 
belong, that home which is the unit 
of social life. 

Better—infinitely better—a family 
maimed by the loss of one of its 
members, perhaps the bread-win- 
ner, than such a breaking down of 
the essentials of life. 

This is where life insurance 
comes in. It is one of the forces 
that cements the family in danger 
of dismembering. For after all, 
money must give the body to the 
soul of family life, and even a small 
sum may make the difference be- 
tween the possibility of keeping on 
the normal natural life or flinging 
it into fragments. And nothing 
can ibe of greater importance to the 
makers and founders of a family 
than this guaranteeing of the per- 
manence of the sacred unit which 
they have created. 





AETNA’S BUSINESS BANQUET 

The third annual banquet of the 
business department of the Aetna Life 
Insurance Company was held at the 
City Club in Hartford. 

William B. Sault, as toastmaster, 
spoke on “How the European War Has 
Affected the American Consumer, Par- 
ticularly in Regard to Breadstuffs.” 

Others who spoke were Francis E. 
Field, “Experience in the War Zone”; 
Clinton E. Driscoll on “Efficiency in 
the Office,” and W. Burton Carroll on 
“The Dogs of War.” 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


| Insurance Company 


The Company By the People 


549 per day in Number of Claims Paid. 


7.895 per day in Number of Policies 
Issued and Revived. 

$1,676,339 per day in New Insurance 
Issued and Revived. 

$286,288.62 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$164,025.94 per day in Increase of 
Assets 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 


= For the People 


The Daily Average of the Company’s 
Business during 1413 was: 


JOHN R. HEGEMAN, President 








Southern Life 


DORNER, nc ce cteressovcedsscescoesnes. 000 
Liabilities... _— 
Capital and — lus ‘ 
Insurance in Force 
Payments to Policyholders since Organization, 
Is Paying its Policyholders nearly 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST - LARGEST 


Insarance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
‘ ONDITION ON DECEMBER 31, 


GOOD TERRITORY FOR LIVE AGENTS 


- STRONGEST 
Company 


1913; 





++ 4 
94, 668,092.00 
14,138,137.61 

$1,250,000.00 annually 








REMEMBER 








The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTs 


the Southwest 








PHILADELPHIA, care of 





A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 


sylvania. Address, stating qualifications: 


The Eastern Underwriter 
105 William St., New York City 








PLEASED WITH REPORT 





Agents of Federal Life Get Copies of 
Joint Examination by Western 
Departments 
The result of the joint examination 
of the Federal Life Insurance Company 
of Chicago by the insurance depart- 
ments of TIllinois, Indiana, South 
Dakota and Tennessee has been in- 
tensely gratifying to agents of the 

Company. 

In regard to death claims the report 
says: “The claim jackets were 
checked extensively and the necessary 
papers found in order. The claims are 
settled promptly and in accordance 
with policy terms.” 

The report says that the Company 
shows a favorable mortality experi- 
ence. Of the total insurance of $22,- 
225,815 in force December 31, 1913, 
$12,809,508 was on the deferred divi- 
dend basis, $643,263 annual dividend 
and $8,767,043 non-participating. 


FIRESIDE CAMPAIGNING 

Following the address on “Fire- 
side Campaigning,” by R. W. Stevens, 
vice-president of the Illinois Life, W. 
C. Johnson, vice-president of the 
Columbian National Life, Boston; and 
E. D. Duffield, general solicitor of The 
Prudential Insurance Company will 
talk on the same wubgect. 


ATWELL WITH HOME LIFE 





J. Herman Ireland, genera! agent for 
Maryland of the Home Life surance 
Company, announces the appointment 
of William N. Atwell as State agent 
Mr. Atwell has for years been one of 
the leading producers of Baltimore. He 
will make his headquarters in Balti 
more as formerly. 

William B. Carlile, inspector of 
agencies of the Equitable Life, has 
resigned. 


Post Office employes in Toledo, Ohio, 
will be insured on the group plan. 
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BUTTING IN 

A Bernard Shaw, with his razor blade 
satire, electric light brilliance and 
chameleon imagination, furnishes the 
greatest pleasure and entertainment in 
the library and on the stage. ‘But a 
Bernard Shaw, clothed in Official robes, 
reigning autocratically upon vital prob- 
lems, is intolerable. There are too 
many Bernard Shaws among the insur- 
ance commissioners. 


What is an insurance commissioner? 
Is it not his primary function to super- 
vise insurance companies; to protect 
the public by making it impossible for 
insolvent insurance carriers to colleci 
premiums, or for any such. carrier to 
operate contrary to the laws of the 
limited 


State? Starting with a very 
jurisdiction the commissioner has 
gradually usurped various functions 


one after another, his power growing 
until no public official has more. Few 
have tried to stop him as he has en- 
larged the scope of “supervision.” 

To-day insurance commissioners are 
taking charge of the rate situation, in- 
quiring into the morals and financial 
standing of agents and brokers before 
issuing licenses, passing on extremely 
technical underwriting methods and 
telling the companies in many ways 
how they shall and shall not’ conduct 
their business. Protest has been so 
insignificant that gradually the heads 
of the insurance departments have be- 
come so drunk with power that they 
are even using their offices as a me- 
dium for philosophical comment, satire 
and sharp criticism of matters which 
should not concern them. 

In the stamp tax agitation the 
“literary” commissioners have found 
an opportunity to give full play to their 
abilities. A breach occurring between 
agents and companies they have jumped 
into the fray. Arguments dissecting 
statements made by the National Board 
regarding underwriting profit are pre- 
sented from insurance departments 
with criticism of the National Board’s 
figures. 

Now has an insurance commissioner 
any right to say who shall pay this 
tax? Does his duty require such a de- 
cision? Is he called upon to read the 
minds of national legislators who 
framed and passed the measure? Is he 
not butting in? Evidently the Commis- 
sioner of Internal Revenue does not 


think that Congress had in mind that 
any faction to the controversy should 


pay the tax. All that he is interested 
in is that the tax be paid. It may be 
Peter or it may be Paul. Telegraph- 


ing to the National Board he says: 
“Who pays the tax is a matter of de- 
termination between parties.” 

In other words, the national govern- 
ment, the father of the tax, will not go 
on record as to who shall pay it. It 
is certainly a fine species of cheek for 
State officials to decide something 
which the national government says 
is not within its province to determine. 

Mr. Ekern of Wisconsin evidently 
did not inspire voters of his State to 
confidence, for they threw down his 
State insurance propaganda. The latest 
play of the Wisconsin commissioner 
and some of his associates looks like 
a cheap attempt to win the gallery at 
the expense of those very interests 
that the insurance commissioner, if 
faithful to his trust, should seek to 
protect. 

If companies cannot do business 
with profit the insurance commissioner 
should not go out of his way to make 
their success more difficult. It is true 
that there is only one insurance com- 
pany to every group of thousands of 
people in America. The companies are 
trying to play fair with the depart- 
ments; the departments should recip- 
rocate. 

It is interesting to note that the 
commissioners are not of one mind 
regarding the tax. Some take posi- 
tions diametrically opposed to each 
other. The point that the assured ul- 
timately pays the tax in the end, and 
that it is better that the charge should 


come in direct stamp tax form, has 


also been lost sight of. 

It is time for plain talk. If the 
companies are convinced that the com- 
missioners are usurping too much 
power they should try and stop it be- 
fore even more dangerous power is 
appropriated. 





VALUATION OF SECURITIES 





Representatives of Connecticut Com- 
panies Confer With Commissioner 
Mansfield—Favor June 30 





Officers of the Connecticut insurance 
ecmpanies met at the Capitol in Hart- 
ford on Tuesday of this week and 
discussed with Commissioner Mans- 
field the question of security valuation 
and amortization. It was the senti- 
ment of the conference that June 30 
should be the fairest date for deter- 
mining valuation of securities. 

There was a difference of opinion 
regarding amortization of bonds. The 
fire men said the fire companies were 
not particularly interested. The same 
view was taken by the casualty com- 
panies. The life men thought legis- 
lation should be adopted which should 
be uniform with that of other States. 
In New York, Massachusetts and New 
Jersey life companies could make a 
return of values on the advertised 
basis and it was a question whether 
Connecticut should not get into line. 
Commissioner Mansfield told the com- 
panies to get together and formulate 
some feasible plan of action. 

Among those at the conference were 
William B. Clark, Aetna Fire; A. N. 
Williams of the same company; M rgan 
@. Bulkeley, Aetna Life; J. M. Taylor 
and Henry S. Robinson, Connecticut 











The Human Side of Insurance 











G. L. STAYMAN 


G. L. Stayman, the new secretary of 
the Reserve Loan Life Insurance “om- 
pany, of Indianapolis, is one of the 
ablest of the younger generation of 
life insurance executives, and has 
made good in every position that he 
held. He entered the service of the 
Reserve Loan Life as assistant secre- 
tary in November, 1901. On January 
1. 1905, he was appointed actuary of 
the Company and served as actuary 
and assistant secretary to October 29, 
1914, when he was elected secretary 
to succeed the late W. K. Bellis. He 
is an associate member of the Amer- 
ican Institute of Actuaries. Mr. Stay- 
man’s experience has been in many 
departments, giving him a fine grasp 
on all branches of life insurance work. 

* +” * 


Julian S. Myrick, president of the 
Life Underwriters’ Association of New 
York, is to be congratulated upon the 
gcod work he is doing in connection 
with this association. He has taken 
the presidency seriously and has not 
only seen that the monthly meetings 
are of unusual and varied interest but 
kas taken a personal responsibility in 
heving a large attendance. There were 
more than one hundred present at the 
“Forget the War Lunch” of last week. 
This is a good showing, but Mr. 
Myrick is not satisfied. He believes 
that there should be three hundred life 
men at these meetings. If a man gets 
only one new idea at a gathering of 
underwriters he will find it worth 
while to attend, but the meetings of 
the New York association are prolific 
of more than an idea. It is inspira- 
tional to hear the successful producers 
tell how they are making good. It is 
a story never too old to be worth 
repeating. Mr. Myrick came to New 
York from the South. He had home 
Office experience and went into the 
field. He made a success as a gen- 
eral agent for the Washington Life. 
Later, he became one of the branch 
managers of the Mutual Life. He has 
the faculty of getting the best out of 
men that there is to be gotten. 


Mutual; P. H. Woodward, Connecticut 
General; F. B. Seymour, National Fire; 
W. T. Howe, Connecticut Fire; H. H. 
Stryker, First Reinsurance; L. B. 
Brainerd, the Hartford Steam Boiler; 
J. M. Holcombe, Phoenix Mutual Life; 
Edward Milligan, Phoenix; M. L. 
Hewes, Standard; J. C. Temple, Phoe- 
nix; H. W. Gray, Jr., Orient; J. W. 
Alling, Security; S. C. Dunham, John 
L. Way, L. F. Butler and L. Edmund 
Zacher, Travelers. 


John Kenney, who has been trans- 
ferred to the Baltimore board, was as- 
sistant secretary of the Philadelphia 
Fire Underwriters Association, and 
for more than fifteen years has been 
“a board man” in the Quaker City. 
His capabilities have been impressed 
upon all who came in contact with him. 

= * -_ 


E. W. Decker, a director of the 
Northwestern National Life, was re- 
cently offered a membership in the 
Federal Reserve Board by President 
Wilson. Because of large local inter- 
ests he was obliged to decline. Mr. 
Decker is president of the Northwest- 
ern National Bank. 

* * = 

Channing B. Cornell, Fidelity & Cas- 
ualty manager for California, outside 
of San Francisco, is a graduate of 
the Company’s head office. From 
the accountancy department he was 
transferred to the claim branch, 
subsequently being sent to San 
Francisco as examiner of claims. His 
appointment as assistant resident man- 
ager for California occurred in 1908, 
his services in this connection being so 
satisfactory as to earn promotion to the 
managership in November, 1913. 
Throughout his service with the Fidelity 
& Casualty (Mr. Cornell’s work “has 
been characterized in no small degree 
by thoroughness and determination to 
do the right thing under all circum- 
stances, but always unobtrusively and 
with due regard to the rights of those 
with whom he came in contact.” 

* * ca 

George W. Havens, resident man- 
ager of the Maryland Casualty Com- 
pany at Boston, is the subject of an 
appreciative sketch in the latest issue 
of the Company’s “Bulletin.” Enter- 
ing the insurance business at the Hub 
while still in his teens Mr. Havens 
has continued the connection for 33 
years, and is still growing in power 
and usefulness. As Boston represen- 
tative of the Maryland Casualty for 
eleven years, Mr. Havens’ character 
and methods are surely well known 
to the Company’s management. How 
he is regarded may be inferred from 
the following: 

“From the new and difficult business 
of workmen’s compensation to the 
ancient essential business of keeping 
accounts in order and strictly paid, 
Manager Havens knows insurance and 
shows that he knows it. His methods 
are above reproach—likewise his man- 
ners. An exceptionally well-equipped 
insurance agent, and a very likeable 
man. Boston aspires toward quality. 
The Maryland man in Boston undoubt- 
edly has it.” 

= = + 

Frederick |. Hoffman, statistician of 
The Prudential Insurance Company of 
America, is in Florida, where he read 
a paper this week on cancer. Frederick 
S Crum, assistant actuary of the Com- 
pany, will go to Jacksonville next week 
and read a paper on whooping cough 
before the ‘American Public Health 
Association. 

+. + ” 

Walter Hubbs, of the Travelers in 
Brooklyn, has been in life insurance 
not more than two years, but he 
succeeded in writing $180,000 the first 
year and is keeping up the good work. 
He joined the National Association, the 
Life Underwriters of New York and 
other organizations, rather unique for 
a hew man, but Hubbs believes that 
the best way to succeed is to asso- 
ciate with live wires in the business 
and \pick up. ideas which can be had 
through such associations for the hear- 
ing. 


~ ” * 
Charles M. Felter, who died in 
Kingston, Pa., recently, represented 


the Security Mutual Life in that city 
for fourteen years. He was a man of 
sterling character and wide interests 
and his death caused general regret. 
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DEMANDS FURTHER PAYMENT 





Wisconsin Normal School Asks 
$106,800 Additional From 


State Insurance Fund 





Widespread interest is taken by un- 
derwriters in the suit brought by the 
Regents of the Wisconsin Normal 
School against the State Insurance 
Fund some days ago, to recover for 
a heavy loss suffered in the early 
spring. 

Commissioner of Insurance Ekern, 
made the following statement to The 
Eastern Underwriter regarding the 
case: 

“An alternative writ of mandamus 
issued out of the Supreme Court of 
Wisconsin November 20, 1914, the 
commissioner of insurance, on the 
complaint of Regents of the Normal 
Schools, to show cause why he should 
not certify to the Secretary of State 
an additional sum as damages for the 
destruction of the normal school build- 
ing and contents at Superior on March 
27, 1914. The claim is made that the 
sum of $94,500, $81,000 for buildings 
and $13,500 for contents, at which the 
insurance was carried and for which 
the premiums were paid, heretofore al- 
lowed and paid the Normal Regents on 
April 23, 1914, should be increased to 
cover the full value, claimed by the 
complainants to be $148,300 for the 
buildings and $53,000 for the contents, 
a total of $201,300. The insurance was 
earried by the State at 90 per cent. 
of $105,000, the value certified by the 
Normal Regents to the Insurance De- 
partment in 1912 on three parts of 
this building, and corrected and ap- 
proved by the Normal] Régents in Feb- 
ruary, 1914. 

“The suit is really a friendly one 
to determine the specific case. The 
Insurance Department gues beyond the 
rule of the private insurance compan- 
ies who pay only the amount of the 
policy in force, and takes the position 
that the State insurance automatically 
covers any new property or property 
inadvertently omitted from the certi- 
fication, so that State property is al- 
ways protected by the fund to the 
90 per cent. provided for by the law. 
On the question whether the Insur- 
ance Commissioner could lawfully cer- 
tify the allowance of a claim on the 
new third wing completed in February, 
1913, as omitted property, Attorney- 
General Owen held that the question 
was sufficiently doubtful that such 
certification ought not to be made 
without a decision of the Supreme 
Court, and the suit is brought to ob- 
tain a decision of this question.” 





AMENDING STATE RULES 





Various Recommendations of Roches- 
ter Agents Likely to be 
Adopted 
In line with the recommendations of 
the Rochester agents, presented several 
months ago, the rules of the Under- 
writers Association of New York State, 
and of the three other governing bodies 
in ‘New York will doubtless be amended 

in the near future. 

When the recommendations of the 
Rochester men were submitted to the 
New York State Committee of the 
Eastern Union that body referred them 
to the managers of the New York Fire 
Insurance Exchange, Suburban Fire In- 
surance Exchange, Buffalo Board and 
the State Association. These gentle- 
men approved the recommendations in 
part, and dissented from others. The 
adoption of a use and occupancy clause 
for use throughout the State, proved 
a hard problem, and unable to solve 
it the committee so reported to the 
State body. The latter in turn referred 
the matter back to the managers for 


further consideration. Cnce final re- 
port be had a general meeting of the 
several committees having supervision 
over rules in the Empire State will be 
called, and such measures as meet their 
endorsement will be sent the ‘four or- 
ganizations in the territory for adop- 
tion. 





BY NIAGARA 
Citizens Fire of Baltimore Decides to 
Reinsure and Retire from 
Insurance Field 
Discouraged with the excessive loss- 
es and the poor outlook for profit in 
the underwriting field the Citizens 
Fire, of Baltimore, concluded to quit, 
reinsuring its entire liability as of De- 
cember 1 in the Niagara Fire of New 

York. 

While incorporated under the laws 
of West Virginia the Citizens Fi'e ha 
maintained headquarters at Baltimore 
for the past three years, co-operating 
with the management of the Fidelity 
& Deposit Company, which was a la: ze 
holder of the Citizens stock. With a 
ecpital of $1,000,000 the Citizens Fire 
at the close of 1913, had total assets 
of $1,739,996, premium reserve of $429,- 
728, and a net surplus of $203,604. Its 
premium income for the year was 
$528,380, and its loss payments $324,- 
99 
vo. 

The officers of the Citizens are R. 
W. Alexander, president; Wm. G. 
Baker, Jr., vice-president; , © 
Stewart, vice-president: W. W. Alex- 
ander, secretary; A. D. Legg, assist- 
ant secretary, and W. O. Norris, treas- 
urer. 

The Citizens Fire will 


TAKEN OVER 





alter its cor- 


porate title to that of the Citizens 
Company, Inc., and will act as agent 
for financial institutions. 


VOLUNTEER FIRE COMPANIES 


Exemption Up to 15,000 on Valuation 
of Property Allowed—Court of 
Appeals Decision 





A decision handed down recently by 
the New York State Court of Appeals 
exempts from taxation organizations 
of active and exempt volunteer fire 
companies as regards property witb 
a valuation of $15,000 or less. 

An Elmhurst, L. IL. fire company 
against which unpaid taxes of a con- 
siderable amount had piled up, raised 
the issue and as a result the cancella- 
tion of all the taxes charged against 
the property of volunteer fire com- 
panies is in order. 

The State of New York has always 
liberally used its volunteer fire de- 
partments and the fire insurance com- 
panies are subject now to a tax which 
goes to the benefit of the volunteers. 
Last year when an attempt was made 
to collect generally the tax for the 
benefit of the firemen’s home, the Fire 
Brokers Association and others inter- 
ested took up the matter with the 
State authorities but the matter has 
not yet been settled. 





BUFFALO DWELLING RATES 


Sixty Thousand Cards Placed in Local 
Agents Cabinets—Work 
Well Done 

Something over sixty thousand addi- 
tional cards have been placed in the 
cabinets of the Buffalo, N. Y., agents, 
as the result of the specific ratings 
of dwellings in the city. Heretofore 
all such risks have been minimum 
rated. 

The work of specific rating was done 
and well done by experts, and as 
might be inferred proved decidedly 
expensive. 
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IN NEW YORK STATE 





Cleveland National Fire to Appoint 
Agencies at Various Central 
Points 





While not planning to establish itself 
broadly in New York State, the Cleve- 
land National Fire, of Ohio, recently 
entered here, will seek desirable agency 
connections at several of the leading 
centers of the territory. The Company 


is represented in Brooklyn and some 
days ago selected the W. H. Kenzel 
Conmypany as its agent in this city. The 


Cleveland National Fire is one of the 
most promising of the newer insurance 
companies, and its policy and practice 
thus far have been such as to inspire 
great confidence in its future. Its cash 
capital is $700,000. The underwriting 
management is wholly in the hands of 
Vice-President Carroll L. De Witt, a 
man of trained experience and with a 
creditable record. 





SIMPLYIFYING AGENTS WORK 





Cerman-American Issues Riders’. in 
Handy Form for Attachment 


to Policies 





Representatives of the German-Ameri- 
can Fire, of New York, have been 
supplied with a series of riders for 
attachment to policies, that are highly 
appreciated by the agents, simplifying 
greatly as they do the clerical work 
involved. The riders are designed to 
fit the average typewriter, permitting 
by one operation by means of carbon, 
a complete record of the endorsement 
for both agent and home office. 

FEDERAL MARINE FUND 

Thus far the Federal Government at 
Washington has assumed $12,516,163, 
insurance upon American cargoes in 
American vessels, and is considering 
applications for $4,153,640 additional 
indemnity. 


ELMIRA RE-RATED 


in Hands of State 


New Tariffs Asso- 
ciation Officials Who Are 
Reviewing Them 
Officials of the Underwriters Asso- 
ciation of New York State have under 
consideration the new tariffs for El- 
mira, N. Y., secured as a result of 
the application of the Association’s 
latest schedule. A few risks were 
rated under the Larter-Lemon sched- 
ule, but these were merely tests to 
discover the actual workings of the 
schedule, which is supposed to be the 


most advanced proposition of its kind. 


REORGANIZE TROY FIRM 


The fire insurance firm of Kennedy, 
Wilbur & Co., Troy, N. Y., composed 
of William S. Kennedy and James C. 
Wilbur, which had existed for sixteen 
years, has been dissolved. A new firm 
of Kennedy & Sheldon, consisting of 
Mr. Kennedy and Henry A. Sheldon, 
the newly-elected Acting Superintend- 
ent of the Poor, has been formed, and 
will continue at the same place, which 
has been an insurance office for more 
than sixty years. It was opened in 
the first ‘nstance by John Cipperly 
of Lansingburgh and John C. Cole, 
both dead many years. The firm of 
Kennedy, Wilbur & Co. was formed in 
1898 with the late John P. Harrity, 
who died in 1900, as the third partner. 
Mr. Wilbur, who retires from the firm, 
also retires from business. 


COMPRESS AT JACKSONVILLE 

In the opinion of Captain Fred 
Bruce, chief engineer of the extensive 
municipal docks building at Jackson- 
ville, Fla., the erection of a large and 
thoroughly modern cotton compress in 
connection therewith, is not only de 
sirable but “an absolute necessity.” 
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McMASTERS IN WAR PAINT 





South Carolina Commissioner Threat- 
ens to Revoke Licenses of 
Association Companies 





Hon. F. H. McMasters, insurance com- 
missioner of South Carolina, is again 
in war paint, and is vigorously threat- 
ening such fire insurance companies 
as belong to the South-Eastern Under- 
writers’ Association, with all sorts of 
dire things unless they sever their con- 
nection with the organization. 

The commissioner’s letter upon the 
subject reads: 

“The recent modification of term 
rates, which had been in force in this 
State for many years, after the recent 
increase in commission to agents on 
these same risks and the ability of 
the South-Eastern Underwriters’ Asso- 
ciation to enforce it, and likewise the 
action of the companies in attempting 
te relieve themselves of the emergency 
revenue tax and impose that upon the 
reople, and their seeming ability to 
do this convinces me that the com- 
panies forming the South-Eastern 
Underwriters’ Association have violat- 
ed the law which forbids any com- 
rany to do business in this State which 
shall be a member of any association 
which shall have for its purpose the 
making or maintaining of excessive 
rates of insurance, and the law of the 
State prohibiting the formation and 
operation of monopolies. 

“This is to invite you to an early 
conference with this Department at 
scme date preceding December 6. 

“In the absence of such a confer- 
ence and satisfactory adjustment of 
differences, this Department on Decem- 
ber 15, will issue a rule to show cause 
why their licenses should not be revoked 
to do business in this State against 
all companies whch are members of 
the South-Eastern Underwriters’ As- 
sociation.” 

Whi'e a number of company officials 
council defying Mr. McMasters feel- 
ing that the greatest kindness he could 
de them would be to compel them 
to quit business in South Carolina, it 
is probable that a committee of At- 
lanta department heads will see the 
commissioner as he requests, and talk 
matters over. 


inclined to accuse insurance 
companies about being backward ia 
meeting claims, would radically alter 
their opinion if they realized the char- 
acter of some of the demands made 


Those 


upon the companies. Legitimate 
claims are paid with a promptitude 
and liberality surpassed in no other 


line of business, and equalled in but 
few. It is the odd claims that cause 
managers to hesitate and the case re- 
cited below is in point: 

“In responding to an alarm of fire 
some days ago one of the New York 
city’s ponderous automobile engines, 
skidded in turning a corner, crushed 
a guard rail, damaged a porch and 
smashed several steps of a dwelling. 
The owner of the injured premises, 
estimating the damage at $100, asked 
the company insuring the building to 
settle. The latter demurred, saying 
that the loss did not occur through 
fire, and that claim should be lodged 
against the city. After some corre- 
spondence the insurance company con- 
cluded to reimburse the policyholder 
and sent its check for the amount 
claimed.” 

DUE TO CARELESSNESS 

Each month property valued at 
$250,000 goes up in smoke in North 
Carolina, and the pity of it all is, says 
State Insurance Commissioner J. R. 
Young, that one-half of the loss is due 
to carelessness. What is true of the 
Tar Heel State applies to the country 
at large, hence the great need of pass- 
ing safety ordinances by the different 
municipalities and for their rigid en- 
forcement. 


HELP UNEMPLOYED PLACERS 





Manhattan Insurance Club Will Pay 
Carfares for Members Out 


of Work 





A feature of the Manhattan Insur- 
ance Club, the new organization of 
placers, solicitors and junior clerks in 
the various insurance offices, is the 
employment bureau which will be 
maintained. The members are to be 
mutually helpful to one another in 
$ecuring positions for each other and 
a fund will be maintained out of which 
carfares will be paid members who 
are looking for work. The dues will 
be fifty cents a month. 

An attempt will also be made to 
improve the feeling between men 
working for the different offices so 
that cut-throat competition may be 
changed to friendly rivalry. The club 
expects to have a minstrel show dur- 
ing the winter. 


INSURANCE SOCIETY. SPEAKERS 





L. C. Williams of Atlas Will Talk on 
“Cash Value” at First December 
Meeting 





L. C. Williams, general agent and 
adjuster of the Atlas of London, will 
be the speaker before the Insurance 
Society on “Cash Value” at the meet- 
ing Tuesday, December 8, at 5:15 p. 
m., in the New York board rooms. 

“The Story of the Salem Fire” will 
be the program for the meeting of the 
Round Table Order of the ‘Society to 
be held in the Insurance Library at 
5:15 p. m. on Tuesday, December 15. 
The lecture will be illustrated with 
stereopticon slides and Ira Gould 
‘oogland, secretary of the National 
Automatic Sprinkler Association, will 
be the speaker. 

On Tuesday evening. December 22, 
at 5:15 p. m. in the New York board 
rooms, the speaker will be Willis O. 
Robb, manager of the New York Fire 
Insurance Exchange, who will talk on 
the subject, “The Appraisal.” 





MAKING PROGRESS 





Merchants National Fire of Chicago to 
Get Underway in the Near 
Future 





While the launching of the Mer- 
chants National Fire, of Chicago, has 
been delayed for a time because of the 
financial stringency that has obtained 
during the past few months, the pro- 
motors of the enterprize are sanguine 
as regards the early completion of the 
organization, and are working inde- 
fatigably to that end. Chicago is an in- 
viting headquarters for fire insurance 
capital, and next spring will doubtless 
eee several substantial fire companies 
get underway in that city. 


WHAT TO DO IN CASE OF FIRE 
In a certain East Side institution 
an effort is being made to teach the 
children something of the purposes 
and uses of the various departments 
of the city—for example, what to do 
in case of sickness, fire, etc. When 
asked what should be done in case of 
sickness, they replied “Notify the 
Health Department.” When asked 
what should be done in case of fire, 
it was expected the reply would be 
to call the Fire Department, but in- 
stead a young hopeful replied “Get 
the insurance policy.” It is to be 
hoped the instructor impressed upon 
the minds of the youngsters that it is 
more important to save the property 
than the policy and that to call the 
Fire Department might save both. 

All telephone and telegraph wires at 
Harrisburg, Pa. are rapidly being 
placed underground, the Bell Telephone 
Company providing special conduits 
for the accommodation of the fire 
alarm and police wires. This proceed- 
ing not only adds to the appearance 
of the city, but makes for its greater 
safety from fires. 











NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 


INCORPORATED 1811 


Agents Desired at Unrepresented Points 
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INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
; PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1914 


LIABILITIES 
CIS tenn ae caneancudal aerednecead $2,000,000.00 
Reserve for Re-Insurance.......................-. 8,140,336.00 
Reserve for Outstanding Losses.............. ... 612,523.00 
Special Reserve for Contingent Liabilities _...... 300,000.00 
IN iccinyecinatesesd -avetasesae 350,462.00 
PIN tous ccian pica ciw oe cdedteleie ve: uses 4,082,441.00 
a ge Te ae IAM Ne $15,485.762.00 
JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 


q Assistant Secretaries 
F. D. LAYTON S.T. MAXWELL Cc. 8S. LANGDON 


SURPLUS TO POLICYHOLDERS $6,082,441.nO 








JOHN G. EWING 
President 


C.J. HIGGINS 
Vice-Pres. 


PATRICK NOUD 


M. W. WELSH 
2nd Vice-Pres. S 


Sec. & Treas. 


THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


Authorized Capital - - $1,000, 000.00 
Cash Capital paid in - - - 902,650.00 
Surplus to Policyholders - - 1,174,537.73 


EDWARD BLIVEN, Managing Underwriters 
RELIABLE AGENTS WANTED 
New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indiana, Wisconsin, lowa, Wisconsin 


H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street . 





Philadelphia, Pa. 








Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, 1914 
"te, Me pecerocessceencs eeesee $1,439.399.53 
PE. take nnamene ed eee aesewe Sesrecse 679,631.12 
TEED <vcnsenpeuedainnd ion cicbinzeiida knee 869,768.41 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 
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TOP ROW.—A. T. Armstrong, C. 


L. Whitaker, C. Stewart Cavanagh. THIRD ROW.—W. H. Murray, R. L. Wood, William G. Curtis, F. T. Hill, Jas. S. Kernan. 


man, Buell P. Mills, N. E. Turgeon, 


The Insurance Federation of the 
State of New York is starting with a 
membership of nearly one thousand 
and there are many more to come. The 
officers are enthusiastic over the pros- 
pects for constructive work to be done 
in this State and undoubtedly the or- 
ganization will make itself felt at 
once when attempts are made in the 
legislature to introduce measures 


TRIALS OF THE AGENT 

To enter the fire insurance agency 
business of to-day seems to the car- 
toonist, a considerable deal like em- 
barking on a river of doubt, and while 
the idea should not be taken too seri- 
ously, it being published herewith in a 
jocular vein, still it must be admitted 
that an undercurrent of sober fact runs 
beneath the whirlpool of fancy. 

Unless he has a strong pull at the 
start and plenty of staying quality, the 
new agent is prone to drift down stream 
and ultimately drop over the falls of 
financial failure into the pool of 
oblivion. 

The yawning monsters that threaten 
to engulf his frail craft, have ‘been 
adapted from the German. Here is seen 
competition, with distended jaws; 
State insurance, threatening the de- 
struction of the entire agency system; 
the rate war demon, and the ogre of 
overhead writing. Unauthorized insur- 


A. Seymour, William H. Hecox. 


S. Carlisle Goodrich. 


which are inimical to the best insur- 
ance interests as a whole. 

At the recent meeting of the board 
of governors at Syracuse a comprehen- 
sive plan was laid out for making the 
Federation ideals known — broadcast 
throughout the State. Following this 
meeting a group photograph was taken 
of those present and this is reproduced 
above. 

In the picture are: IN. E. Turgeon, 


ance, with lashing tail, howls from the 
tree tops and the monkey tribe in the 
upper branches adds to the fearful din 
with ill-advised criticism of the exist- 
ing order of things. 

There is, however, a reverse side to 
the picture, for fire insurance is a 
necessity and the bulwark of trade, 
and is being managed, on the whole, in 
a most exemplary and conservative 
manner and in the interests of the whole 
insuring pwblic. 

It is still a matter for just pride, that 
an agent can offer indemnity in good 
solid cOmpanies, and success still re- 
wards the efforts of the hustling, wp-to- 
date, agency. 

And there are peaceful stretches 
along the course of the River of Doubt, 
with shady nooks and green banks, and 
among the hills of the far distance a 
golden promise of happiness and pros- 
perity for all good agents.—“Whit- 
tlings.” 


Buffalo, president; Buell P. Mills, 
Rochester, secretary; S. Carlisle, Good- 
rich, Newburgh, treasurer; A. C. Hege- 
man, ‘New York, chairman of the 
legislative committee; R. L. Wood, 
Buffalo, chairman of the finance com- 
mittee; William H. Hecox, Bingham- 
ton, chairman of the executive commit- 
tee; John A. Eckert, of New York, 
Clay Babcock of Rochester, James S. 
Kernan, of Utica, members of the ex- 


WASHINGTON ASSOCIATION ACTS 

The Governing Committee of the 
Underwriters Association of the Dis- 
trict of Columbia, at its latest gather- 
ing adopted the subjoined resolution: 

‘Resolved, that on all policies, en- 
dorsements, etc. issued after November 
30, 1914, members must charge and 
collect, in addition to and separate 
from the premium otherwise due, the 
amount of tax represented by the In- 
ternal Revenue Stamps required by law 
to be affixed thereto. This amount is 
not to be included in the considera- 
tion named in the policy, nor in the 
amount of premium on which computa- 
tion is made of brokerage or commis- 
sions payable.” 


Wise and Munkenbeck, a promising 
agency firm of Brooklyn, N. Y., have 
been given the representation of the 
North British & Mercantile of New 
York. 


SECOND ROW.—John A. Eckert, G. T. Amsden, Clay Babcock, Peter C. Ryan, N. 


BOTTOM ROW.—A. C. Hege- 


ecutive committee; N. L. Whitaker of 
Fulton, William G. Curtis of Albany, 
members of legislative committee; C. 
Stewart Cavanaugh of Brooklyn, mem- 
ber of membership committee; W. H. 
Murray of Hornell, F. T. Hill of Troy, 
members of finance committee; A. 

Armstrong, of Syracuse, C. A. Seymour 
of Schenectady, G. T. Amsden of 
Rochester, Peter C. Ryan of Syracuse, 
members of the board of governors 


SCHEDULES AT TARRYTOWN 
Tarrytown, N. Y., was the first center 
in the suburban zone to experience rat- 
ing by schedule, a number of its lead- 
ing properties havin sen tested by 
this method some ds 

INCREASE CAPACITY 

Through its absorption of 
office the Engle and Hambright : 
at Lancaster, Pa., has very consi 
ably increased its writing capacity 
Basketball 
its open- 

The or- 
composed of teams rep 

following companies: 
Hartford, Phoenix, 
and the Standard 


The Fire Insurance 
League of Hartford, played 
ing game on the 25th ultimo 
ganization is 
resenting the 
Aetna, Connecticut, 
National, Orient 

Expert cracksmen succeeded in get- 
ting $5,000 from the vaults of the 
State Bank of Chalmers, Ind. 
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BROKERS ACTIVITIES 

















NO TAX FOR BROKERS 





Insurance Middlemen Not _ Included 
Under “War” Revenue Tax of 
Federal Government 





Manager Harrison Law of the Fire 
Brokers Association has received a 
letter from the United States Treasury 
Department, Internal Revenue Service, 
in reply to a query from him as to the 
status of the insurance broker under 
the new special tax law, known as the 
“war” revenue act. ‘ 

Charles W. Anderson, collector, has 
replied that his office holds that an in- 
surance agent, soliciting business for 
insurance companies, is not liable to 
the special tax under the Act of Octo- 
ber 22, 1914. The act requires the pay- 
ment of a $20 tax by commercial 
brokers under Section 3, Article 4, and 
there was a question raised in certain 
quarters as to whether there was any 
possibility of insurance brokers being 
included. 

The collector’s ruling settles the 
issue once for all and Mr. Law is ac- 
cordingly advising the members of the 
brokers’ association of the opinion 


secured. 
: _ * 


BORDER LINE POLICIES 
Contracts Made Before Stamp Tax Be- 
came Effective—Need No Stamps 
If Now Altered 





The question has been raised wheth- 
er policies which have been returned 
by brokers to the companies for 
changes or corrections, are liable for 
the stamp tax if they were originally 
written before December 1. 

The companies quite generally are 
following the practice of permitting 
the policy to be rewritten provided 
the original policy, which it replaces, 
had been issued before the stamp tax 
became effective. 

Thus if a broker applied to a com- 
pany for a three year policy for $3,000 
insurance on November 28 and the 
customer demanded a one year policy, 
the broker would not have to have 
stamps Placed on the new one year 
policy as the original date, viz., Nov. 
28. would be the one considered as 
that was when the coverage started. 

s - . 

Collecting Sprinklered Premiums 

Local agents complain of the annoy- 
ance to which they are being subject- 
ed in collecting premiums upon rewrit- 
ten sprinklered business in the metro- 
politan district. While the net result 
of the application of the new sprink- 
lered schedule, was a reduction in 
rates, much of the business was can- 
celled pro rata and rewritten for term 
periods. Delay in delivery of policies 
by brokers and the unwillingness or 
inability of assured to pay the new 
premium has given local agents added 
cause for worrying. 


Exposure Ratings 

Brokers will be particularly interest- 
ed in the subjoined rule adapted a few 
days ago by the executive committee 
of the New York Fire insurance Ex- 
change: 

“(1) That on application, any owner 
or tenant of a building which is rated, 
not on its own schedule, but at a per- 
centage of the rate of an exposing build- 


ing, will be furnished with a copy of the - 


make-up of the rate of such exposing 
building. 

“(2) That on application, any owner 
or tenant, or the duly authorized rep- 
resentative of such owner or tenant of 
a ‘nuilding which derives 10 per cent. 
or more of its final rate from an ex- 
posing building will be furnished with 
the address (if such address appears in 
the xchange records) of the owner or 
the broker for the owner, of such ex- 
posing ‘building, to facilitate confer- 
ences looking toward improvements 
likely to be beneficial to both \parties.” 

— - * 


Warehouse Buildings 

Warehouse buildings and their con- 
tents which are in other respects eligi- 
ble for rating on New York Fire Insur- 
ance Exchange ‘Mercantile schedules, 
may be so rated in future, “even though 
they constitute portions of manufactur- 
ing plants, provided the condition as to 
communication, if any, does not call 
ior joint rating under the general rules 
of the Exchange. 

* * = 
Cannot Pay Brokerage 

Under the Arkansas law a resident 
agent is prohibited from paying brok- 
erage or commissions on business in 
the State written for an outside or a 
non-licensed company. The Attorney- 
General has ruled that companies may 
execute policies from their respective 
head offices for delivery in the State, 
if they are licensed to transact busi- 
ness, but not for the account of non- 
resident agents. 

a 7 

Cushman Bread Company Line 

John A. Eckert & Company has se- 
cured the entire line of insurance for 
the new Cushman Bread Company, 


which is now planning a mammoth 
bakery to be erected on Nostrand 
avenue, Brooklyn. The Cushmans 


operate a chain of bakeries through- 
out Greater New York, and the new 
one in Brooklyn will be a model. F. 
S. Green of the Eckert office has charge 
of the business. 
+ * 
Boston Association 

Members of the Insurance Brokers’ 
Association of Boston, will meet in 
special session on the 8th inst., to con- 
sider whether the injunction proceed- 
ings recently brought against the Bos- 
ton Board of Fire Underwriters shall 
be withdrawn or not. 

* ” * 
Hear About Federation 

Frank W. Anderson, recently elected 
secretary of the Illinois Insurance Fed- 
eration, addressed the Insurance 
Brokerage Association, upon the gen- 
eral purposes of the organization, some 
days ago. 


NORWICH, N. Y., EXCITED 





Business Men of City Disturbed Over 
“Fire-Bug” Stories—Police 
Hard at Work 





Citizens of Norwich, N. Y., are still 
worried over the fire-bug stories that 
have been circulating for the past two 
weeks, and while the rumors are held 
by the authorities to be gross exagera- 
tions, it is conceded that they are be- 
ing closely investigated. Pinkerton de- 
tectives have been called to aid the 
local police, and a small boy has been 
arrested. It is said that other and 
more important arrests will be made 
shortly. 





SAVED COMPANY $2,000 

Here is something new and novel in 
fire protection which saved a company 
$2,000 on a dwelling and its contents: 

The fire originated in a dwelling and 
spread to a mercantile building occu- 
pied as a hardware store, etc. A dwell- 
ing within a dozen feet was exposed 
by the mercantile building. The citi- 
zens secured a quantity of galvanized 
iron roofing from the hardware store 
and covered the entire exposed side 
of the dwelling with it, preventing 
the fire from even damaging the paint 
on the dwelling, although the mercan- 
tile building was a total loss. 





NOT A,CONFLAGRATION 

Close investigation of the “sweeping 
conflagration” that visited Keansburg, 
N. J., some days ago, “causing prop- 
erty damage estimated at $100,000” 
places the loss at from $8,000 to $10,000. 
The business was well scattered so 
fai as insurance was concerned, so 
that No company will suffer unduly. 





RESENT GERMAN TRANSLATION 

The head office management of the 
Northern Insurance Company of Mos- 
cow, of which Fester & Folsom, of New 
York city are the United States man- 
agers, resent the German translation 
of their corporate title, and insist that 
the English revision, as given above, be 
used. 





CLOSE AUTOMOBILE BUSINESS 

Two prominent fire companies, one 
of Philadelphia and the other of Hart- 
ford, have ceased writing automobile 
insurance in Eastern New York, be- 
cause of the large number of total 
lcsses given them. 





NEW YORK CITY VISITOR 

Robert F. Gilmour, of Angle, Gilmour 
and Parker, Schenectady, N. Y., and a 
prominent figure in councils of the New 
York local agents association, was in 
New York city several days ago in 
connection with several big lines con- 
trolled by his firm. 





An organization to transact an excess 
fire and marine insurance business is 
promoting in central New York. 


ASKED FOR 5 PER CENT. MORE 





Baltimore Agents Also Suggested an 
Increase in Their Con. 
tingents 





A flat increase of five per cent. in 
their regular commission, and an ad- 
vance in the present contingent ar- 
rangement, was the substance of the 
request made by the local agents at 
Baltimore from the Eastern Union. 
Members of the latter organization, 
when the petition was read at their 
recent meeting, smiled broadly, and at 
once busied themselves with other 
matters. 





DEATH OF COL. R. B. BEATH 
Death claimed Col. Robert B. Beath, 
president of the United Firemen’s In- 
surance Company and vice-president of 
the Peoples National Fire, both of 
Philadelphia, early last week. 

After a highly creditable career in 
the army, Col. Beath opened a local 
agency at Pottsville; going with the 
United Firemen’s in 1881; some years 
later he was elected its president. Of 
a kindly disposition, Col. Beath had a 
large circle of friends, among company 
officials and agents who held him in 
high esteem. 





WESTERN FIELD MEN TO MEET 

When members of the Smoke and 
Cinder Club meet at the Hotel Schen- 
ley, Pittsburgh, on the 7th inst., in ad- 
dition to partaking of a well prepared 
and served menu, they will hear ad- 
dresses upon matters of particular con- 
cern to them. H. C. Chase, special 
agent of the New York Underwriters, 
will speak upon “Use & Occupancy”; 
Roy. Adams, is scheduled to enlighten 
his associates upon “Machine Made 
Glass,” while James H. Barney, spe- 
cial agent of the North British & Mer- 
cantile, is to give a few pointers upon 
the important subject of “Premium 
Getting.” 





November a Hot Month 


Managers are seeking a reason for 
the excessive losses practically all 
ccmpanies have suffered during the 
past month. There have been no fires 
of particular magnitude and yet when 
the figures for the period were totaled 
up, the result has been startling. Com- 
panies that write guardedly and in 
small amount have suffered propor- 
tionately with the free writers. While 
conceding the unsatisfactory result, no 
satisfactory reason for its existence 
has yet been advanced. 





Mutuals Active in the West 


In this column two weeks ago we 
noted the aggressiveness of the senior 
New England Mutuals throughout the 
Metropolitan District, and it now de- 
velops that the same conditions obtain 
in the Central West. In Illinois a 
special committee of stock company 
agents is formulating plans for dealing 
with the situation. 





ASSETS. 


Mortgage Loans 


Agents Balances 





Real Estate (Equity)............ 
Bonds (Market Value).......... 
Cash in Banks and Office......... 
Interest and Rents duo and ‘accrued 
Pa MN bc csuetesewends 


Surplus to Policyholders, $1,310,328.36 


First National Fire Insurance Company 
of the United States — 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 


As shown by an examination made by the Insurance Department of the District of Columbia 


| LIABILITIES. 
shelby $254,500.00 | Outstanding Fire Losses............... $32,869.54 
Knees 246,850.00 | Unearned Premium Reserve............ 203,091.15 
nears 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
aiela 89,182.43 ee BR vec eceatsbesensae 5,311.09 
ack oe 64,650.96 | Capital Full Paid.................... 848,527.50 
eer 26,694.33 | Capital Part Paid..................-- 37,560.00 
pres 6,133.25 | Surplus ........c.ceccececcccenceecs 424,240.86 
<eadew $1,556,808.57 | ES TOE eT Te eee eT eee 





BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 


FIRE 
Head Office - - Toronto, Canada 
United States Branch 
January 1, 1914 


$1,889,180.99 
727,908.12 


Assets 
ee 
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W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Manager 
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NEW JERSEY NOTES 


FAILS TO RECOVER 





Somerville Manufacturer Loses Suit 
Against Water Com- 


pany 





For the second time the Somerville 
(N. J.) Water Company was victor in 
suits brought against it to recover for 
damages caused by fire early in 1909. 
The most recent suit, that of Benjamin 
Lissberger, owner of a manufacturing 
plant at Somerville, was for $200,000, 
for loss alleged to have been sustained 
through the inability of the water com- 
pany to furnish a sufficient water 
supply at high pressure during the 
burning of the plaintiff’s factory. 

In charging the jury Judge Haight 
of the United States District Court at 
Newark, emphasized three points. He 
declared the jury must decide whether 
or not a contract to furnish fire pro- 
tection in the form of water under 
pressure existed between Mr. Liss- 
berger and the defendant company; 
whether the water company had ful- 
filled this contract, if it existed, and 
whether the employes and agents of 
the plaintiff had used due diligence in 
combating the fire with the protection 
afforded. 

Unless these three points were found 
to be in favor of the plaintiff, Judge 
Haight declared, a verdict in favor of 
the defendant must be returned. A 
verdict for the defendant corporation 
was the result. 





AID FROM FRELINGHUYSEN 





Well-Known Underwriter Offers to 
Help in Fight on Foot-and- 
Mouth Disease 





Joseph S. Frelinghuysen, the well- 
known New York underwriter, and 
former State Senator from New Jersey, 
may relieve New Jersey of an embar- 
rassing financial] condition growing out 
of the fight to stamp out the foot-and- 
mouth disease among cattle. At pres- 
ent, the State Board of Health and the 
State Board of Agriculture cannot des- 
troy infected cattle because they have 
no funds with which to compensate the 
owners. 

Mr. Frelinghuysen, who is president 
of the Board of Agriculture, has many 
costly cows, and he is anxious that 
the battle against the malady should 
be pushed. If the members of the legis- 
lature show a willingness to appropri- 
ate money to reimburse him, he will 
see that between $40,000 and $50,000 is 
obtained for the work. It is understood 
that the sentiment of the Republicans 
will be ascertained at to-morrow’s con- 
ference of the majority members. 





$1,000,000 IN FIRE LOSSES 





That’s What the ‘Newark Salvage Corps 
Will Report for This 
Year 





Newark’s fire loss this year will foot 
up more than a million dollars. This 
was stated to The Eastern Underwriter 
this week by Captain Martin of the 
salvage corps of that city. 

The worst month was March with a 
loss of $343,198. January and February 


together totaled $145,000. May was 
$142,526. July was $71,085. April and 
June were light, the losses in both 


months being under $20,000. 





MRS. D. H. COLLINSON DEAD 

Friends of D. H. Collinson, special 
agent in New Jersey for the North Brit- 
ish & Mercantile, will regret to hear of 
the death of Mrs. Collinson which 
occurred in ‘Newark this week, follow- 
ing an illness of seven days. A num- 
ber of insurance men attended the fun- 
eral which took place at the Collinson 
home in Newark on Wednesday night. 


MANY TAX MEETINGS 





New Jersey Agents Say That It Is Up 
to Companies to Pay 
Same 





New Jersey agents have held many 
meetings during the past week, at 
which the stamp tax was discussed. 
Agents, particularly in Northern New 
Jersey, say that they expect the com- 
panies to pay the tax. One of the 
Newark agents made the statement 
that if his companies do not pay it 
he will find other companies more 
acquiescent. 

The rating office has been swamped 
with dailies. November business was 
unusually large, so many risks being 
written ahead. In consequence, De- 
cember premiums will fall off consid- 
erably. 


McCARTER A NEWARK DIRECTOR 

Uzal H. McCarter, one of Newark’s 
great financiers, has been elected a di- 
rector of the Newark Fire Insurance 
Company, filling the vacancy caused by 
the death of WHarrison Van Duyne 
several months ago. Mr. McCarter is 
president of the Fidelity Trust Company 
and has other large interests. 


CORK WORKS BURN 

‘Newark insurance men were consider- 
ably interested in reading the list of 
companies on the Newark Cork Works 
which burned recently, the loss being 
over $100,000; the insurance, $47,000. 
The line was placed by Guerin & Wil- 
liams. Most of the lines ran around 
$5,000. If any one thinks it is easy to 
place insurance on a cork works he 
should try. 


FIREMENS COAST APPOINTMENT 
E. E. Potter & Sons have been ap- 
pointed Pacific Coast general agents of 
the Firemens Insurance Company of 
Newark and Miller, Henley & Scott be- 
come Pacific Coast general agents of 
the Firemens Underwriters. 
GET DETROIT-NATIONAL 

The agency for the Detroit-National 
in Newark has been jplaced with Guerin 
& Williams. 


A meeting of the executive commit- 
tee and officers of the Insurance So- 
ciety was held at the Insurance Library 
at 2 p. m. yesterday (Thursday). 











Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Capital Stock - - + $1,000,000.00 
Liabilities i. 2 5,452,043.92 
Special Reserve Fund . 300,000.00 
NetSurplus - - - 3,252,859.29 


Total Assets - ~- $10,004,903.21. 
P. L. HOADLEY, President 


C. E. Sheldon, V. Pres’t. C. W. Bailey, V. Pres’t. 
F. Hoadley, Secretary A. C. Cyphers, Treas. 
































For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


“The Leading Fire Insurance Company of 
merica”™ 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders . . - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 





CASH CAPITAL - $5,000,0%0.00 





R. EMORY WARFIELD - President WM. B. CLARK, President 
JOSEPH McCORD - Vice-Pres. & Sec’y Vice-Presidents 
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Secretary 
E. J. SLOAN 
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GUY E. BEARDSLEY 
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W. F. WHITTELSEY, Marine Secretary 


JAMES W. HOWIE - - Gen. Agent 
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Hanover Bidg., 34 Pine St. 
NEW YORK 
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(FIRE) 
THE Potomac INSURANCE COMPANY 


OF THE DISTRICT OF COLUMBIA 
Agents Wanted in 
Pennsylvania, West Virginia, Ohio 
and Illinois 
Address HOME OFFICE - - WASHINGTON, D. C. 















F. H. HAWLEY, Pres. 


NTS Ips 


ORGANIZED 1848 W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


E. K. SCHULTZ | LOGUE BROS. & CO. 


PHILADELPHIA PITTSBURGH 
General Agent General Agents 


Eastern Pennsylvania, New e 
Jersey and New York Western P ennsylvania 











Office 
PHILADELPHIA 
325 Walnut Street 











Clarence A. Krouse & Co. 
GENERAL INSURANCE AGENTS 


PENNSYLVANIA = 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 


Office 


NEW JERSEY 
Stone Harbor and Haddonfield 








= NEW JERSEY 





With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 
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Developments In Revenue Stamp Tax Agitation | 
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SUSPEND TAX RULING. 

(Continued from page 1.) 
out violating the anti-rebate 
section 19550.” 

In the memorandum accompanying 
the above the Commissioner asserts 
that under the Wisconsin law no ad- 
dition to the premium charge is per- 
missible. 

Optional With Companies 

The Arkansas and Kentucky depart- 
ments simply state they have no juris- 
diction in the matter, and hence are not 
taking sides. North Carolina is credited 
with having ruled to the same end, al- 
though such report lacks official con- 
firmation. 

‘New Hampshire and Virginia prohibit 
the agent from paying the tax out of 
his own pocket, holding such proceed- 
ure would be a violation of the anti- 
rebate law. 

Must Appear in Premium 

The only way by which the companies 
can collect the tax from the assured 
under the Michigan law “would be by 
including it in the premium itself, as 
written in the policy, and it would have 
to be included as a part of the premium 
and not as a separate item.” 

New Jersey’s Stand 

While local agents in New Jersey are 
forbidden from paying the tax out of 
their own pockets, Commissioner La- 
Monte -rules they may arrange with 
their companies if possible to affix the 
stamps and charge same in their ac- 
counts. The exact ruling of the depart- 
ment is as follows: 

The New Jersey department says: 

‘In the apinion of this department, 
concurred in by the second assistant 
attorney general of this State, it would 
be unlawful for an agent of an insur- 
ance company to pay, out of his own 
personal funds, the cost of the stamps 
required to be affixed ‘by the recent war 
revenue tax law to insurance policies, 
but that the stamps may be furnished 
by the company to the agent, to be 
affixed to the ipolicies,.or the agent, 
by agreement with the company, may 
affix the necessary stamps and charge 
the cost of the same to the company.” 

Peculiar Massachusetts View 

The position of Massachusetts is not 
clear, its attorney general ruling in 
this wise: 

“The Federal law in effect December 
1, 1914, penalizes the company to which 
its provisions apply or its agents if 
revenue stamps are not affixed to its 
policies. It does not penalize the policy- 
holder. It is plain, therefore, that the 
law intends that the companies shall 
be responsible for the tax. 

“Undoubtedly they can ipass that tax 
along to the public the same as they 
do other taxes and expenses by making 
it a part of the consideration for the 
insurance to be stated in the policy, but 
to make a separate charge not contrib- 
uting to make up the total premium 
written in the policy is not permissible 
under the law. Such tax may not, for 
instance, be added as an item in the 
bill for the insurance unless it is a part 
of the consideration set forth in the 
policy. 

“To rule otherwise would ‘be to say 
that the company may write in the 
policy a premium that includes nothing 
for expenses, but provides for such out- 
lays by billing them to the policyholder 
as separate items. This would totally 
destroy the basis for computing re- 
serves which has been operative both 
by law and custom for many years. 
Hence, the only conclusion is that the 
new tax must be a part of the consid- 
eration stated in the policy if it is to 
be collected from the policyholders. As 
the companies do not punpose to so 


law, 


include it, the tax remains as their 
burden and it would not be rebating 
for agents to pay it out of their 
pockets.” 


Companies Acting Legally 
Superintendent of Insurance Has- 


brouck of ‘New York, concedes the right 
of the companies, as set forth in sec- 
tion 146 of the State Insurance Law to 
make a separate charge wpon the 
assured. 

Replying to several inquiries pro- 
pounded by A. C. Hegeman of the Fire 
Brokers ‘Association of the City of New 
York, the commissioner said: 

“Replying to your favor of the 30th 
inst., you are advised that the depart- 
ment is of the opinion that the pay- 
ment by agents or brokers of charges 
made by fire insurance companies 
against policyholders covering the war 
revenue stamp tax would constitute a 
rebate within the intent and meaning of 
section 65 of the insurance law. A re- 
bate is defined by said section to be 
not only a technical 

“rebate from the premium,” 
but also 

“any special favor or charge 
or any valuable consideration or induce- 
ment whatever, not specified im the 
policy or contract of insurance * * * 
or anything of value whatsoever, not 
specified in the policy.” 


*- * # 





We are in receipt of your favor of 
the 30th inst. on the subject of the war 
revenue stamp tax on insurance poli- 
cies. We note your conclusions with re- 
gard to the probable disturbance which 
will ensue by reason of the attempt of 
the fire insurance companies to collect 
from the assured the amount of the tax 
levied by the Federal tax law, effective 
as of to-morrow. 

The department is quite clearly of the 
opinion that the revenue act requires 
the stamp to be affixed and cancelled 
by the conporation issuing the policy, 
the tax falling upon the corporation. 
We have further recognized, however, 
that by virtue of the authority set forth 
in section 146 of the insurance law, fire 
insurance companies are permitted to 
make a charge for 

“a policy fee, survey fee, or other fees 
or charge in addition to the considera- 
tion as premium written in the policy.” 

Presumably, it is this section of the 
law under which fire insurance compa- 
nies are seeking to imypose upon policy- 
holders of New York State the burden 
of assuming the payment of the war 
revenue tax. Your opinion that section 
144 of the insurance law appears to 
prohibit a charge of this character we 
do not concur in, the section merely 
reciting that it is not lawful for an 
insurance company to include ag part 
of the premium 

“any fee, compensation, 
perquisite whatsoever.” 

Position of Companies 

Companies generally have addressed 
their local agents stating that the tax 
in every case must be collected from 
the assured. The management of the 
Hartford Fire, says: 

“We are aware that there are many 
practical difficulties, annoyances, and 
objections which will have to be over- 
come. No new tax is popular or cheer- 
fully paid, ‘but if all co-operate in a 
comparatively short time the method 
proposed by companies for collecting 
this tax will come to be generally rec- 
ognized as being equitable and fair. 
It is hard to see why this method will 
not be at least as well received as 
would an increase in rates to provide 
for the heavy cost which this tax 
would otherwise levy on the business 
of fire insurance.” 

Casualty Companies Pay Tax 

Marine and a number, if not all, of 
the casualty writing companies have 
decided to pay the tax direct, a con- 
dition that greatly complicates the 
situation and adds to the difficulties of 
the fire offices. 

Not Taken Policies 

Under a ruling obtained by one of 
the fire companies from the Internal 
Revenue Department it will be pos- 
sible, says the Company, “to recover 


charge or 


from the Government the value of 
stamps used on policies that are 
‘spoiled’ or ‘not taken’ and on which 
nce premium is collected. It will be 
permissible, therefore, to charge to 
this company the amount of such 
items, and we will arrange for the 
collection of the claims. Please show 
clearly in the account the number of 
the returned policy and the value of 
the stamps for which credit is claimed. 

“In order that we may be in posi- 
tion to comply with the requirements 
of the Internal Revenue Department 
in preparing our claims for these re- 
bates, we shall be obliged to call upon 
you later for a certificate in prescribed 
form which we will send you when 
needed, in which you will state when 
you purchased the stamps. It would 
be well, therefore, to take and care- 
fully preserve a receipt from the Col- 
lector or other person from whom you 
procure your supply of stamps so that 


-you will have an accurate record of 


the time and place of the transaction. 

“It would appear from inquiries re- 
ceived in response to our previous cir- 
cular that we did not sufficiently em- 
phasize the importance of carefully 
studying the provisions of the act. 
Under sections 5 and 6 you are held 
jointly liable with the assured for the 
affixing and cancellation of the stamps, 
and to relieve yourself of this lia- 
bility, as well as to insure the legality 
of the contract, you will see to it that 
every policy you issue after Decem- 
ber 1, 1914, until December 31, 1915, 
bears internal revenue stamps to the 
value of one-half cent for each dollar 
of premium and that they are cancelled 
in the manner required by section 8 
of the law. 

“The suggestion in our previous cir- 
cular that you ‘produce a supply of 
stamps of suitable denomination for 
the needs of your business’ had in 
view solely the convenience of your 
customers and your own duty to see 
that every policy is properly stamped. 
If the customer prefers to purchase 
his stamps elsewhere it will, of course, 
be immaterial to you.” 

Holds Utica Should be Exempt 

Local agents at Utica, N. Y., feel 
that the assured in their eity should 
be exempt from paying the tax, the 
local board some days since adopting 
the following resolution: 

Whereas, The Emergency Revenue 
Law requires a tax to be paid on the 
premium charged on policies of fire 
insurance issued on and after Decem- 
ber 1, 1914, and 

Whereas, The Underwriters Asso- 
ciation of New York State have, by 
resolution duly adopted, and many of 
the leading fire insurance companies 
have, by circular letter to their agents, 
declared that the said tax must be 


paid by the assured, and in no case 
made a charge against the company, 
and 

Whereas, The law as written fails 
to clearly define on whom the said 
tax shall be imposed, but makes its 
Payment optional as between the com- 
pany and the assured, and 

Whereas, We are mindful of the fact 
that the payment of this tax generally 
by the companies, in addition to the 
several other taxes which they are 
now obliged to pay, would be a drain 
upon their resources which in many 
cases would prove burdensome, and 
in no case conducive to the financial 
— of the companies, therefore 
be it 

Resolved, That the members of this 
association shall not be bound to re- 
quire the payment, by the assured, of 
said tax on premiums charged for in- 
suring, against fire, property located 
in the city of Utica, for the following 
reasons: 

The strong competition for business 
existing in this city, by companies not 
affiliated with this association, 


The possibility of other companies 
assuming the payment of the tax, and 
using it as a factor in securing busi- 
ness, 

The recent increase (February 1, 
1914) in rates in this city on dwelling 
houses, apartment houses and their 
contents, ranging from 16% per cent. 
to 66% per cent., has, by reason of 
the volume of premiums received from 
these classes of hazard, resulted in a 
very substantial increase in the total 
premium receipts of this city, which 
we believe amply sufficient to warrant 
the companies to except this city from 
their ruling, and allow their respec- 
tive agents to charge them with such 
tax when paid on premiums received 
for fire insurance on property located 
in the city of Utica, and further 

Resolved, That no member of this 
association shall be held to be in vio- 
lation of our constitution and by-laws 
on account of not requiring the as- 
sured to pay this particular tax, and 
further 

Resolved, That the members of this 
association attach the necessary rev- 
enue stamps, without expense to the 
assured, on all policies issued by them 
on and after December 1, 1914, and 
that such members be permitted to 
secure re-imbursement therefor from 
his companies in such manner as may 
be agreed upon between agent and 
company, which shall not be treated 
as a violation of our constitution or 
by-laws, and further 

Resolved, That a copy of these reso- 
lutions be forwarded to the Under- 
writers Association of New York 
State, and to each company represent- 
ed by members of this association. 
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“GAMEST ADJUSTER” DIES 





Charlies E. Wharton Defied Nervous 
Breakdowns for Many Years— 
With U. S. at End 





Charles E. Wharton, who was told 
many years ago that he had not much 
longer to live and who has broken down 
from overwork many times, died in the 
Hudson Street Hospital this week after 
being stricken with epilepsy at Broad- 
way and Day Streets, New York. He 
was forty-five years old and was in #he 
employ of the United States Casualty 
Company as a compensation adjuster 
when the end came. 

“Charley” Wharton knew pretty 
nearly every agent of consequence in 
this country. He traveled extensively 
for the Fidelity and Casualty and other 
companies as an adjuster. He had been 
suffering from chronic diseases for 
many years, and was often told that if 
he did not quit work he could not live. 
These warnings he received lightly and 
continued at the grind. While with 
the United States Fidelity & Guaranty 
about six months ago he “quit for 
good” and went to the Catskills, tell- 
ing friends that “the new compensa- 
tion law will drive all us adjusters 
dippy.” 

As soon as he was on his feet again 
he went with the United States Cas- 
ualty Company and nearly every day 
attended the hearings of the Work- 
men’s Compensation Commission, The 
long waits there bored him to extinc- 
tion. 

His many friends will regret hear- 
ing of the passing of Charley Wharton. 
Many regarded him as “the gamest 
man they ever met.” 





AGENTS’ SPECIAL FRIEND 


Field representatives of the Maryland 
Casualty Company of Baltimore, are 
greatly pleased at the return to the 
head office of Richard H. Thompson, 
erstwhile manager of the Burglary de- 
partment and more recently a trust 
company Official. Mr. Thompson is the 
special rdpresentative of the agents at 
headquarters, and will do everything in 
his power to help their cause. 





The Chicago Examiner is offering a 
$1,000 accident insurance policy on a 
subscription proposition. The Union 
+ gal Company furnishes the indem- 
nity. 


STATE COMPENSATION LAWS 





CAREFUL ANALYSIS BY EXPERT 





Digest of Twenty-Five Statutes Pre- 
pared for Ready 
Reference 





To all who are interested in work- 
men’s compensation and its progress 
throughout the United States, the 
Workmen’s Compensation Publicity 
Bureau (F. Robertson Jones, secretary- 
treasurer, 80 Maiden Lane, New York 
city), has rendered a valuable service 
in compiling for ready reference and 
comparison an analysis of all the laws 
on this subject now in force within 
the United States. The Digest of 
Workmen’s Compensation and Insur- 
ance Laws in the United States enters 
upon the second year of its publication 
revised to December, 1914, and now 
covers the laws of this character in 
24 States, including the Nebraska Act, 
which was ratified by popular vote on 
November 3, last. 


These various enactments, while 
differing widely in their administrative 
details and as to the amount and 
method of compensation provided, are 
all designed to meet the same end, 
and therefore have many features in 
common. In this digest the law of 
each State is analyzed under 35 head- 
ings which cover the essential phases 
of the entire range of compensation 
laws in this country. The digest is 
bound in convenient pocket form, and 
the arrangement is so devised as to 
present at once a comprehensive sum- 
mary of the law in each State and a 
ready comparison of the provision in 
the respective States as to some par- 
ticular item. 

A new feature of the digest which 
greatly enhances its value as a work 
of reference is a collection of cases 
cited at appropriate points throughout 
the digest. The subject of compen- 
sation opens up a new and extensive 
field of adjudication in the United 
States, and the cases here assembled 
afford a judicial determination of 
many disputed points which have al- 
ready arisen. 

The digest likewise gives the names, 
with post office addresses, of members 
of Workmen’s Compensation Commis- 
sions, Industrial Accident Boards, or 
other officials, having power to super- 
vise or enforce the operation of the 
laws. It also contains a map showing 
geographically those States in which 
there are compensation laws, those 
States in which there are no laws, and 
those States in which there are no 
laws but in which there are, never- 
theless, official Commissions investi- 
gating the subject preparatory to in- 
troducing bills at the next sessions of 
their State legislatures. 

This digest has come to be recog- 
nized as an authority on compensa- 
tion laws, and already enjoys a wide 
circulation among industrial accident 
boards, workmen’s compensation com- 
missions, State labor bureaus, legis- 
lators, lawyers, jurists, publicists, 
social workers, employers, casualty in- 
surance managers and liability insur- 
ance agents and brokers. 

So extended is the interest now 
taken in workmen’s compensation, 
and so valuable is the work prepared 
by Mr. Jones regarded, that over 20,- 
000 volumes of the Digest were sold 
last year, orders being received from 
every State of the Union, and Conti- 
nental Europe. 





GET BUFFALO AGENCY 
August F. Scheaw’s Sons, have been 
given a Buffalo, N. Y., agency of the 
Hartford Accident & Indemnity. Smith 
Davis & Company of the same city 
also represent the Company both 
locally and for Western New York. 
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GLASS COMPANIES ON GRIDDLE 
Insurance Department Determined to 
Find Out Whether Rates Filed 
Are Adhered To 





A notification sent out by the New 
York Insurance Department requiring 
plate glass insurance companies to 
advise it as to the rates being charged 
since the disbanding of the Plate Glass 
Underwriters’ Association, puts the is- 
sue squarely up to the companies 
whether or not they have been cutting 
rates. 

The Insurance Department in its 
letter asks not only that the rates 
which each company has been using, 
shall be filed, but also that the depart- 
ment shall be furnished with a com- 
plete list of plate glass risks in New 
York city, written or renewed since 
October 27 last, which may have been 
on a different schedule basis than 
those of the rates previously filed with 
the department. 

All details of transactions of this 
kind must be furnished the depart- 
ment and must be verified by an ©xecu- 
tive officer of the company furnish- 
ing the information. 

It is some time since the insurance 
department has come out and required 
so specifically information of this kind 
and it emphasizes the gravity of the 
situation, at least as far as the de- 
partment is concerned and indicates 
its intention to stop rate cutting and 
rate wars. 


What Department Requires 

The department’s communication to 
the companies says in part: 

“You are requested to state whether 
you continued to transact business in 
New York city under the rules and 
rates of that association after its 
abandonment, and, if not, you are re- 
quested to file the rates and rules un- 
der which you have been operating 
since the abandonment of the asso- 
ciation, and all changes in such rules 
and rates, if any. 

“In addition to the above, you are 
required to furnish this department 
with a complete list of plate glass 
risks in New York city written or re- 
newed since October 27, 1914, under 
rnles or rates deviating from rules and 
rates filed with this department. This 
list should contain the date, location 
and term of the insurance, amount of 
premium and proper rate, and should 
be furnished as soon as the informa- 
tion can conveniently be prepared, and 
must be verified by an executive officer 
of your company, as provided under 
Section 44 of the New York State 
Insurance Law.” 


BROADEN COMPENSATION LAW 





Labor Interests Said to Have Prepared 
Fifteen New Bills for Intro- 
, duction 





A considerable modification of the 
present state workmen’s compensation 
law is contemplated by the labor inter 
ests according to an authority who 
claims to have seen fifteen bills which 
have been prepared for introduction 
in the next New York legislature 
which will materially broaden the 
present statute. 

The cost to employers, of the act 
as now enforced, is such that they 
would bitterly oppose a further broad- 
ening of the law’s provisions, espe- 
cially when the new law has not as 
yet had a fair trial and the experi- 
ence has been so limited that it can- 
not be considered a reliable index of 
what may be expected in the long run. 

From the companies’ standpoint, it 
is probable that steps will be taken 
to prevent the further use of the gen- 
eral State funds to pay the cost of 
oo administration expense of the State 
upd. 

It will be argued that if the fund 
can afford to do business on rates 
20 per cent. less than those charged 
by the stock companies, that the »busi- 
ness is certainly on a sufficiently sub- 
stantial basis to pay its own expenses. 





GEORGIA CASUALTY AGENTS 





Leading Producers of Macon Company 
Gather at Home Office—Results 
Highly Gratifying 





Field rapresentatives of the Georzia 
Casualty Company of Macon, Ga., held 
their fourth annual gathering at the 
home offices of the corporation re- 
cently; compared notes regarding what 
had been accomplished during the past 
year and laid plans for the succeeding 
twelve months. 

In point of premium income the agen- 
cies ranked as follows: Lowndes and 
Dunahue, Baltimore, with $116,624; A. 
J. Arrent, Birmingham, $70,946; Vetter, 
Smith, Louisville, $58,439 and Mason 
& McCrory, Jacksonville, $19,000. 

President W. E. Small made an in- 
teresting address to the agents at the 
concluding ‘banquet, as did also Secre- 
tary E. P. Amerine, and others. 

Hon. Champ Clark, speaker of the 
House of Representatives was the guest 
of honor at the banquet. 
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CLAIM ADJUSTING 





Advice From an Expert Regarding 
Settlement of Accident and 
Health Losses 





Sound advice. to claim adjusters re- 
garding the settlement of personal acci- 
dent and health losses is given by 
George W. Powell, of the head office 
staff of the Maryland Casualty Com- 
pany in the subjoined: 

From time to time we have sent to 
our claim managers circular letters, 
in which we pointed out mistakes that 


were constantly being made in the 
adjustment of claims under personal 
accident and health policies. It has 


gratifying to us that these 
letters have been “seed sown in good 
ground,” as the mistakes referred to 
therein are now not nearly so frequent. 
However, there are isOlated cases in 
which an adjuster continues to make 
the same mistake. We have therefore 
come to the conclusion that this is due 
to a lack of interest in this branch 
of claim work. 

We do not ipropose to have this con- 
dition exist if anything we can do will 
prevent it. Therefore we have under- 
taken the preparation of a series of 
articles dealing with the investigation 
and adjustment of accident and health 
claims, which we trust will not only be 
of interest, but will be of service to 
the field men. 

We realize that if 


been very 


we can stimulate 


interest where it lags, we are bound to 
obtain satisfactory claim work. We 
want you to learn to like the, work of 





this department, if for any reason you 
feel otherwise at this time. 

Perhaps you have not realized just 
how great an opportunity you have, in 
handling accident and health claims, 
to advertise the Company in the widest 
and most favorable anner 


In your work for this dapartment in 
every instance you come in direct con- 
tact with someone holding a contract 






with the Maryland. The impression 
that the policyholder gets of you and 
your work, is more or less his impres- 
sion of the Company. We realize that 
you cannot always please an assured, 
but from our experience we believe it 


is possible in the vast majority of 


cases. 


Wherever it is practicable, see the 
assured —- When he has pre- 
sented a claim, you will find that a 
little friendly chat wi “4 start you right, 
and create a favorable impression with 
the assured of samen and the Com- 
pany. It is a trait of human nature 


that we like to be noticed—that we 
want to be made something of, and this 
bit of philosophy applies to the policy- 
holder who has made a claim; so, if 
Mr. Brown lives in your city and noti- 
fies you of an accident or illness under 


the policy which he carries with the 
Maryland, have some one see Mr. 
Brown without delay. 

Aside from the friendly feeling 


which you are bound to engender, which 
we have above spoken of, you will get 
an impression of the character of the 
man with whom you are dealing, 
which is frequently absolutely neces- 
sary ‘to the satisfactory handling of 
the claim. 
Study Policy Conditions 

At this time we wish to again im- 
ress upon you how essential it is that 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
GIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manages 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 





you be familiar with the various forms 
of policies issued by the underwriting 
department. 

When you receive notice of a claim, 
obtain a copy of the assured’s applica- 
tion for the policy. Familiarize your- 
self with the information set forth 
therein. Secure a copy of your file, 
noting whether or not the assured’s 


policy carries any endorsements af- 
fecting its coverage. Next, obtain 
an exact duplicate of the policy in 


question, study it carefully, and with 
this preliminary work, you are then in 
a position to handle the claim intelli- 
gently. Otherwise, your work is bound 
to be unsatisfactory, and you will have 
to depend on the home Office for guid- 
ance in handling the claim in question. 

As the work of familiarizing your- 
self with the application and policy is 
something that must be done in hand- 
ling every claim, we will not touch on 
the subject in future articles. 

In conclusion of this foreword, we 
will cite the mistakes of two adjusters, 
and their respective excuses for those 
mistakes, as they are examples of some 
of the errors which are made from 
time to time; but which are no longer 
made by the adjusters in question. 

In one instance, payment was made 
to a man who did not have a policy 
with the Company. The excuse offered 
in this instance, was that the agent 
stated this man had a policy. The ad- 
juster, without going into the matter 
further, acted on that suggestion, and 
settled with the claimant. 

While this incident might interest a 
student of jpsychology, as a shining ex- 
ample of the wonders accomplished by 


the power of suggestion, and might 
also appeal to the tender-hearted as 


being the work of a Good Samaritan, 
at this end of the line we had to look 


at it in an entirely different light, as 
the adjuster in question will testify. 
The other offender allowed fifty per 


partial disability, under a general 
accident policy. The overpayment was 
brought to his attention, he acknowl- 
edged his error, presented his excuses, 


cent. 


and closed up his letter with the 
quotation—“To err is human, to for- 
give divine.” As there was something 
like $8.00 involved, we had to refer the 
latter part of his quotation to the 
treasurer’s department, which has a 
standing rule in situations of this 
character that forgiveness is C. O. D. 

The next article will take up the 


investigation and adjustment of health 
claims. 





AUTOMOBILE THEFTS 





Collusion Between Thieves and Private 
Detectives—Shyster Lawyers 
are Go-Betweens 





Automobiles are continuing to dis- 
appear in New York city and its sub- 
urbs and the operations of another 
gang of thieves is costing the compa- 
nies writing automobile insurance, con- 
siderable money. This is in spite of 
the fact that the companies are using 
every influence in their power to round 
up the thieves. It happens, however, 
that the terms of a number of auto- 
mobile thieves sent away in the past 
year or so, are expiring and this has 
given the companies much worry. 

€ases are being constantly reported 
which show the evil of the reward sys- 
tem, which some companies claim. 
puts a premium on the theft of cars. 
The thieves realize that it is cheaper 
for the companies to pay a few hun- 
dred dollars’ ransom for the return of 
an expensive car, than to have to pay 
a much larger sum to settle the loss 
with the owner. 

The companies claim that frequently 
there is collusion between the thieves 
and the private detectives employed to 
trace the car and add that a case re- 
cently came up where the detective, it 
was later proved, knew where the 
stolen car was, before its loss was re- 
ported to him by the company. It is 
claimed that some shyster lawyers are 
go-betweens in making recoveries. 
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SAFETY IN ELEVATORS 

With a view to the greater safety 
of its citizens New York will on Jan- 
uary 1 put into force an addition to 
its building code governing the con- 
struction and operation of elevators. 
The ordinance provides that an inter- 
locking device be used on all elevators, 





GET SUPERINTENDENCIES 

Recent appointments to suwperinden- 
cies in the weekly life, health and 
accident department of the National 
Life of U. S. A., Chicago, include the 
following: John S. Bordeaux, East St. 
Louis, Ill.; Mann Brothers, Columbus, 
Ga.; J. E. Rogers, Evansville, Ind., and 
Cc. D. Beggs, Mobile, ‘Ala. 





$40,000 IN PREMIUMS 

When the Preferred Accident Insur- 
ance Company of New York, concluded 
to withdraw from the plateglass insur- 
ance field it reinsured its entire lia- 
bility in the Fidelity & Casualty Com- 
pany. The premiums involved amounted 
to $40,000, the great percentage of 
which will doubtless be retained by the 
reinsuring office. 


THE FARMER WITH A MORTGAGE 

The Bankers Life of Lincoln, Neb., 
issues the following for the ear of the 
man with a mortgage: 

The man with a mortgage on his 
farm or on his home cannot afford 
to be without life insurance for a 
cay. The unexpected may happen; it 
is happening with some people all the 
time. A life insurance policy with 
premiums promptly paid is an absolute 
guarantee that the mortgage can be 
paid. Without life insurance, with 
your own labor and productiveness 
forever over, can you see how the 
mortgage can be paid and the home 
saved without insurance protection? 


NEW YORK N. F. P. A. CHAPTER 

The New York Local Chapter of the 
N. F. P. A., will hold a meeting on 
Monday evening, December 14, at 55 
West 44th street, beginning at 8:30 p. 
m. The subject will be, “The Fire Alarm 
System of the City of New York” and 
Fire Commissioner Robert Adamson 
and Putnam A. Bates, chief of the 
bureau of fire alarm telegraph, will be 
the speakers. 
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| Special Talks With Local Agents 








While every fidelity 

Necessity for underwriter of experi- 

Getting ence concedes the 
Collateral need for securing col- 
lateral in court bonds, 
some of the agents are inclined to 
belittle the requirement, and only in- 
sist upon securing it when they hear 
from headquarters. Dealing with this 
important matter the “Co-ordinator” 
of the Massachusetts Bonding and In- 
surance Company says: 

“Very few people are able to dis- 
tinguish between suretyship and in- 
surance. The fact that they have to 
pay the surety company a premium 
means to them that the surety com- 
pany, in consideration of that pre- 
mium, is assuming the risk as an in- 
surer and not as a surety. This is 
especially true in the case of court 
bonds (not fiduciary) in which col- 
lateral is required. 

“The surety company’s bond is given 
as an accommodation to the applicant, 
a loan of the company’s credit for 
which in turn the company receives 
a premium. Few, if any, individuals 
or concerns would be given unlimited 
credit by a bank for any amount, large 
or small, without satisfactory security, 
and when an individual or concern 
comes to a surety company and asks 
it to execute a straight court bond 
without collateral, they are asking for 
a form of credit which, unless the ap- 
plicant is of sufficient means and re- 
liable in every respect, that same ap- 
plicant would not expect to obtain 
from a bank. 

“In determining whether a surety 
company may issue a bond with rea- 
sonable safety, without being secured 
by collateral, it is necessary to take 
into consideration the term for which 
the bond will run, the kind of bond 
and its conditions, the financial re- 
sponsibility of the applicant and 
whether, from the present outlook, he 
will be in a position to meet an un- 
favorable judgment when called upon. 
Unless an applicant is financially 
strong in accordance with the amount 
of bond required, is not engaged in 
any hazardous enterprises and has the 
reputation of paying his bills prompt- 
ly, no bond should be given without 
first securing collateral. There are 
some classes of bonds which may be 
written without collateral provided 
the term is of short duration and the 
applicant meets with the above quali- 
fications. 


“In the case of undertakings where 
the surety is called upon first, with- 
out it being necessary for the obligee 
to proceed against the principal be- 
fore recovering from the surety, col- 
lateral should always be taken. Cash 
collateral in the full amount of the 
bond is required in the case of all 
bail bonds given in connection with 
both civil and criminal cases, and this 
rule of the Company is never waived. 
This requirement is necessary because 
of the disputed question as to whether 
or not a surety may recover from an in- 
demnitor for loss sustained on a bail 
bond, it being held by the Federal and 
most State courts that such recovery 
is against public policy. 

“It is an every-day occurrence that 
an applicant will offer a company a 
deed to real property or a mortgage 
as collateral. It is a rule of this Com- 
pany, and you have been so instructed, 
that a deed to real property or a sec- 
ond mortgage are not acceptable as 
collateral and in no case will this 
rule be waived. In some instances, 
we have found it expedient to accept 
a first mortgage as collateral provided 
the mortgage is well secured. In such 
a case the applicant must bear the 
expense of an abstract of title and 
have the mortgage deed recorded. 
Where it is desired to take a first 
mortgage as collateral, the matter 


should be taken up with the home 
office. Cash is always acceptable as 
collateral. Listed securities, that is 
stocks or bonds which have a detez- 
minable market value and can be 
turned immediately into cash, are con- 
sidered good collateral. Unlisted se- 
curities are not acceptable, it being 
frequently impossible to determine the 
exact valuation of such securities and 
very hard to find a ready market. 


“The amount of collateral to be 
taken should be more than equal the 
penal sum of the bond except when 
cash is given and when listed securi- 
ties are taken, allowance should be 
made for any shrinkage in the market 
value. In a few cases where the 
amount of the bond is unusually exces- 
sive, such as cost bonds, it is not al- 
ways necessary to take full collateral, 
but an amount should be taken suffi- 
cient to cover the maximum costs ac- 
cruing in the court where the bond 
is filed. The applicant, if properly 
approached, and provided he is a de- 
sirable risk, will, in the majority of 
cases, raise no objection to deposit- 
ing collateral with the company suffi- 
cient to indemnify it against any loss, 
and we urge upon you the necessity 
of securing collateral in all cases of 
court bonds not fiduciary, thus making 
your underwriting acceptable to the 
Company.” 

s s . 


(Many an agent, says 
A Quick President Isaac N. Stev- 
Get-A-Way ens, of the Common- 

wealth Casualty Company 

of Philadelphia, undoes largely the good 
work previously accomplished in secur- 
ing an application from a prospect, by 
hanging on too long. Insurance is a 
business transaction, effected between 
business and, presumably, busy men. 
Without being abrupt the agent, once 
his business be concluded, should 
leave, seeking other prospects. To 
linger about, discussing general sub- 
jects creates a bad impression in the 
mind of the assured and inclines him 
to the belief that the agent is a trifler 
and the company of small value. There 
is no branch of business endeavor that 
yields such rich and constant return 
to the steady and intelligent worker. 
as insurance, but it holds no place of 
value for him who idles precious time 
away. 





TWENTY THOUSAND MANUALS 





Large Demand for Rate Books for In- 
dustrial Health and Accident 
Insurance Men 





To date orders for 20,000 manuals 
have been placed with the Manual 
Committee of the Health and Accident 
Underwriters Conference. As the sale 
of manuals is not confined to Confer- 
ence companies, it is anticipated that 
large additional orders will be placed 
by outside offices, anxious to profit by 
the careful work of the organization 


men. The (Manual Committee an- 
nounces that it will shortly have ready 
for issuance the combined commercial 
and industrial manual. 





DEPOSITORY BONDS 

Representatives of casualty insur- 
ance companies are reminded that the 
present time is particularly opportune 
for soliciting depository bond business. 
Within the next few weeks large sums 
of money will be deposited by munici- 
pal, county and State tax collectors; 
corporations will be paying dividends 
and are now piling up funds for that 
purpose, thus supplying peculiar need 
for securing the indemnity furnished 
under depository bonds. 





MACON 


W.E. SMALL , 


A STRONG CASUALTY COMPANY 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 
GEORGIA 


Writes the Following Forms of Casualty Insurance 


BURGLARY 


Agents Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 


President 


Surplus and Reserves over $800,000 


HEALTH LIABILITY 
ELEVATOR TEAMS 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 


55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator—Teams— Burglary—Workmen’s 
$3 Compensation—Etc., Etc. $3 st 
C. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 
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BOSTON 
Paid-In Capital $2,000,000 


DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE: 


Massachusetts Bonding=«Insurance Company 








T. J. FALVEY, President 
Write For Territory 








HEAD OFFICE 
CHICAGO 


F. W. LAWSON 
General Mai Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 

New York 
Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 








Home Office, 


LASS 
AND HEALTH 


RB. R. CORNELL, Vice-Pres. 
RELIABLE AND J 





THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
47 CEDAR STREET 
Ohartered 1874 


Ga 
meer AY ACCIDENT 


OF THE MOST APPROVED FORMS 
EUGENE H. WINGLOW, 
8, WM. BURTON, Sec. 


POLICIES 


President 
ALONZO G. BROOKS, Ass’t Bec. 
Tic AGENTS WANTED 








COLLECTING BALANCES 

While casualty companies are as 
anxious as ever to get business of the 
proper quality and in sufficient vol- 
ume, they are not willing to assume 
liability unless it be promptly paid for. 
Some weeks ago President T. J. Falvey 
of the Massachusetts Bonding of 
Boston, addressed the Company's 
agents upon the important subject of 
collecting balances, and soon there- 
after President W. B. Joyce, of the 


National Surety, of New York, instruct- 
ed the cancellation of all business the 


premiums upon which were over three 
months in arrears. 

The liabilities of insurance compan- 
ies, both actual and potential are very 
large, and to carry out their assumed 
obligations calls for the prompt pay- 
ment of all premiums. This important 
fact, the justice of which will readily 
be admitted by business men, should 
constantly be borne in mind by agents 
and impressed upon the assured. 

SEPTEMBER EMBEZZLEMENTS 

According to figures collected by the 
Fidelity & Casualty Company the em- 
bezzlements during the month of Sep- 
tember last aggregated $597,119. 





THE EASTERN UNDERWRITER 


























Dear John:— 


I have written you a letter every month during this 
year. Some had a crack to them, calling your attention 
to what we wanted you to do for the organization end of 
our work, others complimenting the Company for the re- 
markable number of policies issued. 


It is nearing the Christmas time, when we wish, 
“peace on earth and good will to all men.” We have en- 
joyed many good things during the past year and hope to 
have that same pleasure next year. 


Right here, I am reminded that a year ago to-day we 
had about One Thousand members of our Boosters’ Club, 
working hard to help. finish the work and receive our 
license to transact the business of Life Insurance. 


On April the twenty-ninth of this year, that work 
was completed and we had 1,238 stockholders, all anxious 
to help the Company enlist policyholders. 


We have issued a large number of policies and hope 
to have 50,000 issued by Santa Claus time. 


We have paid one hundred Death Claims. 


Our work has been a great work. Success has been 
ours every day and we are growing by leaps and bounds, 
always onward and upward, trying to do the “MOST GOOD 
FOR THE MOST PEOPLE.” 


We now have over 1,500 stockholders and expect to 
have over 2,500 when the organization of our Health and 
Accident Department is completed. 


Looking back at our record of a couple of years ago, 
seeing the condition of our unfinished work and looking at 
the job now completed, we cannot help being thankful. We 
are thankful to the many fellows that have helped us in the 
up-building of our Company. 

I am wondering if you think I am going to write you 
a Christmas story. The beautiful heading of our paper 
would lead you to believe that this was a special Christmas 
number of “The Royal,” an issue for the young folks with 
Santa Claus about to go down the chimney to leave toys for 
the little fellows. Some people say that there is no Santa 
Claus and don’t believe in a Santa Claus. Listen John, you 
know me well enough to know that I do believe in a Santa 
Claus for the little tiny fellow, for “grown ups” and old 
folks. Oh yes, there is a Santa Claus; he visits the home 
very frequently during the year. I believe in the twenty- 
fifth day of December Santa Claus, when we open our pock- 
ets freely to hand tokens of Love to the folks that we love 
and those that we want to help enjoy the Christmas time. 

We have a kindly feeling for them if we play Santa 
Claus to them; then, we are their Santa Claus. In my 
opinion, every man that gives a token in kindness to those 
in distress is the Santa Claus for that family. He is the 
representative of the child born in the manger, that is 
loved by millions of people. 

I would hate to think that there was a member of 
our Club that would fail to be a Santa Claus to more than 
the members of his own family this Christmas time. 


We should not be unmindful of the exceptionally 
prosperous time we have had and do our share toward 
helping others enjoy the Holidays, bringing good cheer to 
all we come in contact with. Even if it is only a kind word, 
it has its weight. However, I would ask you to please not 
limit your work to words only; do something that will be 
of real service to some boy, girl or “grown up.” 


ROYAL LIFE INSURANCE COMPANY — BOOSTERS’ CLUB. 


AIR: 


ROYAL LIFE “EXTRA” 


The following letter will appear in the Royal Life Bulletin in December. 


CHICAGO, ILL., Dec. 25th, 1914. 


: This business of ours is a continuous round of help- 
ing some one. Teaching men to provide protection for the 
family is a great big job. It requires men of the real man- 
hood type to do this; weaklings do not make good at it. 
You have shown us that you are the right man for the job. 
However, I cannot refrain from giving a word or two that 
I believe will help you and all the members of the agency 
forces and that is, that this is the best time of the year to 
put forth that extra effort and bring in many new appli- 
cations for Life Insurance policies to your Company, who 
is willing, able and anxious to play Santa Claus to every 
healthy man, woman and child in your neighborhood. 


Now do you understand me? When I say that I do 
believe in a great big healthy bountiful Santa Claus that 
does things every day in the year setting aside one special 
day for a review and rejoicing time, I mean it. 


Reviewing our work from every angle, I cannot 
help but repeat and say that we have had a remarkable 
successful season, that has been heaped up and is running 
over with prosperity. We are more than thankful, and I 
am sure that the several hundred men and women in the 
service of our Company have enjoyed the work with us. 
We have tried to play fair and be a real every day Santa 
Claus to them. In addition, we have kept faith with the 
thousands of policyholders who can always rest assured 
that they have the strong arm of our Company to depend 
upon for their family protection. When the time comes to 
call for a settlement of every just claim, they will receive 
every dollar due them, as surely as the sun shines. Don’t 
forget that right now we have the strong arm of fifteen 
hundred stockholders behind every policy issued in addi- 
tion to $100,000.00 deposited with the State of Illinois, for 
protection. 


When the organization of the Health and Accident 
Department is completed we will deposit an additional 
$100,000.00 with the State of Illinois. So you see that in 
addition to the good will of our stockholders the great 
State of Illinois will act as Santa Claus for us to the tune 
of $200,000.00 if it should be required. 


When I say the strong arm of the Company I have 
a right to emphasize along that line as we have more stock- 
holders willing to play square with the public than any 
Industrial, Ordinary Life, and Health and Accident Insur- 
ance Company in the world. Many can help one while one 
cannot help many. This should give you more inspiration 
to work harder next year than you have ever worked 
before. 


When Santa Claus time comes at the end of 1915, 
and we are reviewing our work, we should be able to truly 
say that we have done the “MOST GOOD FOR THE MOST 
PEOPLE.” That is a kind of an old fashioned sounding 
saying, yet we mean it. We have worked over three years 
with that slogan in mind; the results are here and they 
speak for themselves. 


When I started to write this Santa Claus number, I 
did not intend a very long letter. I am glad I have taken 
a moment or two longer than I intended, to wish you, 
yours and your neighbors, a Merry Christmas and a Happy 
and Prosperous New Year. 


As ever, I am, 








Your friend and co-worker, 


A. CLOVER, 
President. 
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